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DETROIT, JUNE 29, 1953 


Sparks Kaiser Acts to Bolster 
| Automotive Bid as U.S. 
Cancels Plane Contract 


State of the Nation’s Economy: | 
Up 

Automotive OutputT—Vehicle ea 
uction last week was estimated by | 
.UTOMOTIVE News at 160,093 units, 
,451 vehicles above the previous 
reek. 

Bank Reserves — During week 
ended June 17, members of the 
Federal Reserve Bank system in- | 
creased their reserves $790 mil- | 
lion, with a credit increase of | 
$915 million and a decrease in 
money circulation of $13 million. 
Car Loapincs—Up 2.8 percent from 
receding week and 26.4 percent 
rom the like period in 1952. 

LumBer Output—Was 2 percent 
bove a year ago, with shipments 
p 11.5 percent. 

Stee, Outeput—Stood at 99.1 per- 
cent of capacity last week, 
against 96.8 percent the previous 
week. 

Iron OreE— May consumption of 
358,260 gross tons set a monthly 
ecord, compared with the previous 
igh of 8,219,924 last December. 
Gas Utuity Sates—Totaled 4,840 
million therms in April, an in- 
crease of 1 percent from year 
earlier. 

TraveL SpeNnpiNc—About $1 billion 
yas spent last year by American 
ravelers around the world, com- 
ared with $722 million in 1951. 


Russer Output—E xpected to 
each 730,000 tons for the first half 
f the year, or 17 percent more 
han in comparable 1952 period. 

* * * 


Down 
Store Sates— Dropped in dollar 
olume 4 percent in week ended 
une 13 from like week in 1952. 


GasoLinE Stocks — Total supply 
last week was 150,757,000 barrels, 
compared with 152,592,000 a week 
earlier—a drop of 1,835,000. 

WHo.esaLE Prices—Sagged 0.3 
ercent in week ended June 16, ac- 
ording to Bureau of Labor Statis- 
ics, with a drop of 1.1 percent in 
arm products and 2.2 percent in 
aeats. 


Bumping AWARDS Federal 
rovernment construction awards 
ropped in the first quarter to $626 
iillion, almost 50 percent from the 
receding quarter. 


Jos Openincs—Declined from 50,- 
00 in May to 46,000 in June, with 
he sharpest drop recorded in Mich- 
zan, where a shortage of 11,500 
vorkers in May was reduced to 
,700 in June. 


Output for Both K-F and 
Abernethy Reassures 


Willys Put Under Rausch; 


Dealers on Future; 


Kaiser Assembly May Go to Toledo 


By Bernie Thomas 


Associate Editor 


ESPITE a “week of turmoil’ that saw their Government 


plane contracts cancelled and 


“indefinite” termination 


of auto assemblies at Willow Run, Henry and Edgar Kaiser 
last week reaffirmed their determination to forge ahead in 


New-Car Sales 
Set Records in | 


Some Areas 
By 


Sam Sampson 
Staff Writer 


EW-CAR sales are still ie 
| 
| 


new records in some areas of 
the country, according to reports 
received by AvTomotive News last} 
week, but other localities say that 
new-car volume is beginning to) 
weaken because of large used-car | 
stocks. 

Several dealers, reporting in an 
Automotive News survey last 
week, said that the used-car 
market is little or no better in 
their areas, and that used-car 
turnover is a key factor in new- 
car sales. 

Many said they were making 
special efforts to move used cars, 
but found the market slow be- 
cause of tight credit terms. Some 
dealers are beginning to carry their 
own paper, but this is an added 
burden on operating capital already 
stretched thin by large used-car 
stocks. 





* * * 


EALERS were divided in 

answering a survey question, 
“What seems to you to be the most 
significant trend in the auto 
business at present?” 

One Midwestern dealer said that 
rapidly falling prices on ’46s, °47s 
and ’48s was the most unusual. He 
thought new-car production should 
be cut 25 to 30 percent right away. 

A Western dealer said that 
credit restrictions were the most 
damaging to him, Many of his 

(Continued on Page 30, Col. 1) 


Car Production Surpasses 
Record for First Half 


poTH car and truck output 
inched upward in U. S. plants 
ast week. Car production has al- 
eady passed the first-half record, 
ut there is some doubt as to 


Production 


Automotive News Estimates 
U. 8. Cars, Trucks 
160,093 158,642 

116,268 


Last Prev. 1952 
Week Week Week 


For complete production totals 
by makes, see table, page $7. 


whether the combined total of cars 
and trucks will set a new mark. 


Built in this country last week, 
according to Automotive News 
estimates, were 141,994 cars and 
18,099 trucks—a total of 160,093 
vehicles. The previous week’s 
total of 158,642 units was made 
up of 141,461 cars and 17,181 
trucks. 

General Motors, Ford Motor and 
Chrysler Corp. all managed to post 
higher car and truck production 
scores last week. However, supplier 
strikes further hampered vehicle- 
making efforts at independent out- 
lets. 

* - 7 
Tota. car and truck production 
for 1953 stood at an estimated 
3,827,941 units last week. Thus, the 
industry needed to turn out about 
(Continued on Page 37, Col. 1) 


the auto business. As Kaiser Motors was realigning its auto 
< aeeaenna 


operations, these were the 
|major developments last 
| week: 

1. The Kaisers’ multi-million dol- 
lar contracts for production of car- 
go planes at Willow Run were can- 
celled. The Kaiser plant will be 


|allowed to complete only those 


planes now in the final assembly 
stage. 

2. Kaiser halted auto output at 
Willow Run for “an indefinite pe- 
riod” as of last Friday night, an- 
nouncing that it will move certain 
of its automotive operations, “not 
including final assembly lines,” to 
Willys Motors in Toledo. 

* x * 
3 R. R. RAUSCH, Willys execu- 

*tive vice-president, was named 
by Edgar F. Kaiser to head pro- 
duction of both Kaiser and Willys 
vehicles. Rausch will continue to 
headquarter at Toledo. 

4, Roy Abernethy, Kaiser sales 
vice-president, sent the following 
wire to all distributors and deal- 
ers: “Recently announced cancel- 
lations of part of our Air Force 
contracts and consolidation of 
certain operations in Toledo will 
in no way affect our production 
and sales plans. The unfilled por- 
tion of the cancelled contracts 
represents a relatively small per- 
centage of our combined income. 
New and aggressive plans to fur- 
ther strengthen Kaiser and Henry 
J sales in the future are being 


(Continued on Page 34, Col. 1) 





Tool Strike Delays 
1954 Chryslers; 
Output Is Cut 


By Bob Lienert 
Staff Writer 


NTRODUCTION of 1954 Chrys- 

lers has been indefinitely delayed 
as a direct result of the tieup of a 
majority of tool and die shops in 
the Detroit area, a Chrysler di- 
vision spokesman _ revealed last 
week. 

Consequently, he said, Chrysler 
today (June 29) is reducing its 
daily output of 1953 models in an 
attempt to stretch out currently 
scheduled production, With plan- 
ned introduction of the 1954 
models still several months away, 
he said, Chrysler faced two al- 
ternatives. 

One was to continue the present 
volume until the scheduled number 

of ’53s had been built and then 
shut down altogether until ’54 pro- 
duction could start. The second al- 
ternative, which is being accepted, 
(Continued on Page 37, Col. 3) 
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Automotive Newsreel 


POWER_ BRAKES 


Chrysler Builds 250,000th Power-Braked Car— 


A. M. Fleming (left), manufacturing vice-president, 


Quinn (right), division president, and C. 


of the Chrysler division; E. C. 
R. Curtan, sales manager, watch as the 


250,000th Chrysler equipped with power brakes is readied for shipment. 


Dutch Tire Firm Chalks Up Million— 


As John L. Collyer, 


president of B. F. Goodrich Co., visited Holland, Goodrich's 


associate company in Enschede, Holland—N. VY. Nederlandsch-Amerikaansche Auto- 


bandenfabriek Vredestein—celebrated the 


production of its millionth tire. Shown 


(from left) are G. J. Rondberg, production vice-president; Gen. J. R. H. Lagas; J. A. G. 
Sandberg, board member; F. Q. den Hollander, board president; W. A. M. Hanlo, 
co-managing director; E. L. C. Schiff, president; Collyer, and J. B. G. M. Ridder de 


van der Schueren, provincial governor. 


Heavy Used-Car Mortality 


Independent Dealers Hit as Prices, 
Sales Continue Decline 


By Bob Finlay 
Managing Editor 
N THE eve of the traditional 
July 4 turning point in the 
market, heavy mortality is_ indi- 
cated in the independent used-car 
field. 

A major readjustment is under 
way as a result of consistently 
high new-car production, tight- 
ening finance practices and de- 
clining used-car prices right 
through the spring selling season. 
Meantime, the National Used Car 

Dealers Assn. reported that its 
monthly poll among members 
showed used-car sales continuing 
to decline, while inventories rose. 

” . * 

O FIGURES are available on 

used-car dealer mortality, but 

unofficially leading dealers com- 
ment: 

“They are dying like flies in a 

frost.” 

That description applies largely 
to the weaker dealers, but even 
among long - experienced dealers 
there are reports of mergers, cur- 
tailments and general realign- 
ments. 

> * * 

AMES C. Downing, Atlanta, 

chairman of the board of 
NUCDA, said he thinks that his 
estimate made in March that one 
out of six used-car dealers would 
fold this year was far too con- 
servative. 

Already, he said, 14 dealers 
have gone out of business in 
Atlanta. 

Desperate dealing on the part of | 

some new-car interests in a dis- 
tress condition has had an eipaien| 


affect on the used-car 
some dealers say. 

Commenting on the situation, 
Ray Hayward, president of 
NUCDA, asserted: 

“We do not subscribe to talks of 
recession and the like, but when we 
advise dealers to watch inventories, 
it is only applying common sense. 

“The turning point, July 4, is 


(Continued on Page 10, Col. 1) 


market, 


Top Cars 

New-car registrations for four 
months, plus 19 states for May: 
1953 Pos. Make 1952 Pos. 
1—452,644 Chev. 305,348— 1 
2—347,168 Ford 242,4938— 2 
3—209,747 Plym. 159,3738— 3 
4—162,892 Buick 112,043— 4 
5—137,790 Pontiac 90,839— 5 
6—113,866 Olds. 78,372— 7 
7i—111,019 Dodge 82,650— 6 
Mercury 61362— 9 
Nash 45,666—10 
Chrys. 42,493—11 
Stude. 63,209— 8 
DeSoto 33,044—12 
Cadillac 28,787—13 
Packard 23,575—15 
Hudson 27,189—14 
Willys 10,721—17 
Lincoln 7,3891—19 
Kaiser 13,479—16 
Henry J 10,556—18 
MG 1,868—20 
Austin 1717—21 
Allstate 415—22 

Total All Makes 

2,007,511 1,450,009 

For further details, see page 
22, today’s issue. 


10— 57,726 
1ll— 54,451 
12— 44,126 
13— 40,409 
14— 32,325 
15— 27,029 
16— 20,789 
17— 
18— 
19— 
20— 
21— 
22— 








2 





AUTOMOTIVE NEWS, JUNE 29, 1953 





Officers of Warner Local Called In... 





UAW Puts Pressure on Strikers 


By Bob Lienert 
Staff Writer 

gnomes pressure from added 

quarters last week pointed to 
an early settlement of the 10-week 
strike at the Warner gear division 
of Borg-Warner Corp. in Muncie, 
Ind. 

As Automotive News went to 
press, officers of striking Local 
287, UAW-CIO, were closeted in 
Detroit with the executive board 
of the UAW International. Ob- 
servers believed the internation- 
al’s concern over the protracted 
tieup stemmed from the fact that 
a settlement of supplier strikes 
was pledged by the international 
when it signed wage contracts 
with the Big Three. 

Warner builds transmissions and 
transmission parts for the industry. 
Willys, Studebaker, Kaiser and 
Nash have been hurt worst by the 
strike. Ford has suffered a short- 
age of automatic transmissions and 
gear boxes for heavy trucks. 

* * * 
HETHER the international 
would impose an administra- 
torship on the local was debatable. 


Pound, Bischoff 


Advanced in 
Plymouth Sales 


DETROIT. — Appointment of K. 
G. Pound to the new position of 
sales administrative executive at 
Plymouth was announced last week 
by William J. Bird, general sales 
manager. 

F. G. Bischoff succeeds Pound as 





K. G. Pound F. G. Bischoff 


director of distribution. Bischoff 
formerly was assistant director of 
distribution. 

Pound began his automotive ca- 
reer in Dodge factory distribution 
in 1916. In 1923, he became director 
of distribution for Maxwell and 
continued to hold that position 
when Maxwell was reorganized by 
Walter P. Chrysler to become 
Chrysler Corp. 

In 1928 Chrysler introduced the 
Plymouth, and Pound was asked 
to organize a distribution depart- 
ment for the new division. 

Bischoff joined Maxwell's distri- 
bution department in 1923 and had 
been assistant director of the 
Plymouth distribution department 
since 1928, 


Indiana Dealers Meet 


On Highway Problems 


SOUTH BEND, Ind.—A four- 
county meeting of automobile 
dealers was held at the Indiana 
Club to discuss safety problems and 
the desirability of expanding the 
nation’s highway system. 

Paul Kuhn, president of the In- 
diana Automobile Dealers Assn., 
and Herman Schaefer, secretary, 
addressed groups from St. Joseph, 
Elkhart, Marshall and LaPorte 
counties. 





| New officers—an almost complete 


turnover—were elected by the local 
only three weeks ago. The election 
was held the same week that mem- 
bers rejected a tentative settlement 
reached under sponsorship of the 
international and Federal media- 
tors. 


It was known, however, that 
the international was as anxious 
as the industry for a settlement. 
The strike began Apr. 20 in a dis- 
pute over complex incentive-pay 
rates, 

Warner, too, was anxious for a 
settlement, as indicated by paid ad- 
vertisements it ran in both Muncie 
newspapers last week. Addressed 
to both employes and Muncie citi- 
zens, the ad restated the company 
position and denied union charges 
of a speedup and rate cuts. 

It repeated an offer to send the 


dispute to arbitration, an offer | 


which the union had refused. The 
ads concluded: “You (strikers and 
citizens) can urge the union to ac- 
cept agreement and let employes 
return to work.” 
ok * * 

HE ads came after successive 

days of protracted talks failed 
to make progress. Optimism had 
prevailed on both sides, however, 
and an air of cordiality, previously 
missing, marked the discussions. 

Some observers believed that 
only a case of “saving face” was 
preventing agreement, The union, 
they believed, was holding out for 
any sort of minor concession it 
could accept, while the company 
refused to budge on any issue. 

The company had charged that 
the union proposed to change the 
rates for piecework, while the union 





LANSING.—Twenty-three Michi- 
gan auto dealers have pooled their 
616 years of experience to write an 
unusual book on auto retailing as a 
project of the Michigan Automobile 
Dealers Assn. 

All phases of a dealership op- 
eration are covered by men who 
are currently successful auto 
dealers. 


Although the book has been in 
the works for a year, with James 
A. Mason, MADA president, as the 
sparkplug behind it, it was a closely 
held secret until announced at the 
association’s convention over the 
past weekend. 

The book has been copyrighted 
by MADA, and is offered for sale 
by the association at $10 a copy. 

Topics covered include facili- 
ties and cash investment require- 
ments, employe-employer rela- 
tionship, sales personnel and 
promotion program, customer 
and inter-department service op- 
eration, parts and inventory oper- 
ational plans, office management 
and accounting system. 

Also, management policies for 
delegation of work, discounts, time 
off, etc.; factory contact and com- 
pany operation program, commer- 
cial vehicle program, goodwill and 
community projects, used-car retail 
operations, time-payment pro- 
grams. 

Each topic is discussed from the 
standpoint of an average dealership 
and a volume deal. 

Dealers who wrote the articles 











Another Ford Building to Rise in Dearborn— 


Five manufacturing divisions of Ford Motor Co. will have their future headquarters 


in an eight-story building to be erected 


in Dearborn, according to Henry Ford Il, 


president. Completion of the building is scheduled for late 1955. It will cover 340,000 


square feet. Occupying the structure will 


be the engine and foundry, steel, manu- 


facturing services, Dearborn general manufacturing and metal stamping divisions. 


- Dealers Write a Book 


23 Members of Michigan Assn. Pool 
616 Years of Experience 


jinsisted that it wanted only a 
change in the application of current 
rates. 


| If the UAW International should 
create an administratorship to take 
|over the local’s affairs, a quick ac- 
| ceptance of terms and return to 
| work would likely follow. 

+ * * 


adjustments in 
| contract, the improvements follow- 
| ing closely those worked out by the 
|UAW and other auto firms. 

| They provide for transferring 19 
cents of the 24-cent-hourly cost- 
of-living allowance to basic pay 
rates, a 10-cent hourly hike for 
skilled workers, increasing the 
annual improvement factor from 
four cents an hour to five and 
| using the new Bureau of Labor 

Statistics index to determine fluc- 
tuations in cost-of-living pay. All 
benefits are retroactive to June 1. 

Pensions remain unchanged at 
$145 a month. The recently estab- 
lished top rate elsewhere in the in- 
dustry is $137.50. 

The 10-cent hike for skilled work- 
ers was also extended to certain 
office, clerical, engineering and 
technical employes. Plants covered 
by the agreement are at Willow 
Run, Detroit, Jackson and Dowa- 
giac, Mich. 

Motor Wheel Corp., Lansing, last 
week announced revisions in the 
five-year contract it holds with the 
AFL United Automobile Workers. 
Terms parallel those in CIO con- 
tracts. 





* * * 


ENEFITS of the insured-retire- 
ment program, however, were 
(Continued on Page 10, Col. 3) 


are C. W. Beistle, Benton Har- 
bor; Charles Butler, Techumseh; 
Howard J. Cook, Lansing; Roy 
Crutchfield, Jackson; Merritt E. 
Dean, Durand; Victor George, 
Flint; Stewart Hanson, Detroit. 

Homer Harper, Hudson, Kenneth 
Hathaway, Muskegon; David N. 
Holmes, Battle Creek; Ben Jerome, 
Pontiac; .Frederick Johnston, Al- 
pena; Arthur Jordan, Grand Rap- 
ids; Stanley K. Lassen, Battle 
Creek; Ed Lawless, Ferndale. 

Alex S. Levinsohn, Saginaw; La- 
verne P. Marshall, Flint; Mason; 
Frank McNally, Flushing; Dan 
O’Shaughnessey, Lansing; Harold 
Rockwell, Grand Rapids; Jack 
Rose, Detroit, and A. E. Summer- 
field jr., Flint. 

Three independent finance com- 
panies—Associates Discount, Com- 
mercial Credit and Universal 
C.LT. Credit—cooperated in the 
publishing of the book. 

Pete Wemhoff, editor of AuToMo- 
tive News, and Bob Finlay, man- 
aging editor, assisted in the editing 
of the material. 


GM Dealers Get 
Higher Allowance 


On Policy Work 


DETROIT. — General Motors an- 
nounced today (June 29) an increase 
in allowances to its dealers for war- 
ranty and policy work performed 
on new passenger cars and trucks, 
effective July 1. 


Harlow H. Curtice, president of 
General Motors, outlined the 
changes in warranty and policy al- 
lowances as follows: 

1. On vehicles sold and serviced 
by the same dealer the new rate 
for labor will be 65 percent. The 
former rate was 50 percent. For 
parts and accessories the allowance 
is increased from dealer cost to 
dealer cost plus 10 percent. 


2. On vehicles sold by one GM 
dealer and serviced by another GM 
dealer handling the same car or 
truck line (tourist vehicles), the 
rate for labor will be 100 percent. 
The former rate was 90 percent. 
The allowances for parts and ac- 
cessories is list price less 25 per- 
cent. 


aa last week granted wage | _ 
its UAW-CIO} 


Beauty and convenience are described 





Kaiser Unveils 1953 Version of Traveler— 


as the main features of the 1953 Kaiser 


Traveler now being displayed in dealer showrooms. The model doubles as a six- 
Passenger sedan or cargo carrier. It is specially equipped with heavy-duty springs 


and shock absorbers for extra load-carrying support. The cargo floor provides nine 
by four feet of load space. Overdrive and Hydra-Matic are optional. Advertised- 


delivered price is $2,618.55. 








‘Packard Ou izzes Dealers 


On New-Model Ideas 


DETROIT.—Packard dealers last 
week received letters from Packard 
President James J. Nance asking 
advice on styling for new models. 

Enclosed was a detailed question- 
naire which each dealer was re- 
quested to fill out and return. The 
form had space for the dealer to 
pass judgment on the current 
Packard and Clipper, make com- 
ments and suggestions and com- 
pare the Packard lines with com- 
petitive makes. The questions 
covered exterior and interior 
styling. 

In his letter, Nance told the 
dealers they should be more keenly 
aware than anyone else of styling 
details which make a car popular 
with the public. 

One of the key questions was 
whether the dealers thought the 
Clipper should be styled with less 
resemblance to the Packard. 
Questions on exterior styling 
covered the front end in general, 
hood, fenders, grille, bumpers, 
general side view, wheel openings, 
chrome trim on side panels, general 
rear view, tail lights and bumper 
guards. Interior styling details 


DeSoto Reports 
Big U.C. Week 


DETROIT.—Sales of used cars by 
DeSoto dealers in the week ended 
June 13 were the highest since the 
war, according to J. B. Wagstaff, 
DeSoto’s sales vice-president. 

Wagstaff said DeSoto dealers 
were able to offer a wide assort- 
ment of fine used cars as a result 
of the popularity of new DeSotos 
and Plymouths. He added that 
dealers had given enthusiastic 
backing to the company’s “Groucho 
Marx Top Value Special” used-car 
program. 


Ford to Honor 2 Officials 


For 35-Year Service 


LIVONIA, Mich.—Two Ford divi- 
sion executives, Max L. Wiesmyer, 
general manufacturing manager, 
and Albert E. Conn, general pur- 
chasing agent, will be honored with 
a double ceremony today (June 29) 
upon completing their 35th year 
with Ford Motor Co. 









Me 
Loaded Campaign— 

A new safety poster being distributed 
by the National Automobile Transporters 
Assn. warns motorists that passing at inter- 
sections is as dangerous as Russian rou- 
lette. Two employes of Commercial Car- 
riers, Inc., Detroit, are inspecting the 
poster. 


covered included color and quality 
of fabrics, design of cushions, 
chrome trim and type and group- 
ing of instruments. 

After detailing opinions on these 
points, the dealers were asked to 
rate Packard and Clipper styling 
on a “better,” “same” or “worse” 
basis on an individual comparison 
with the following competitive 
makes: Buick, Nash, Oldsmobile, 
Studebaker, Mercury, Kaiser, Cadil- 
lac, Chrysler and Lincoln. 


Buick Establishes 
Northwest Zone; 
Drops Distributors 


PORTLAND, Ore.—Buick has es- 
tablished a zone office here tc 
handle distribution of cars in four 
northwestern 
states and Alaska. 

New Buicks 
formerly had 
been handled by 
dealer - distribu- 
tors in Portland, 
Seattle, Tacoma, 
Spokane and 
Boise. 

Edward C. 
Kennard, zone 
manager at El 
Paso, will head Edw. v. nennard 
the new zone, with C. F, Thieleman 
jr., district manager in the Los 
Angeles zone, as his assistant. The 
new zone consists of Oregon, Wash- 
ington and Alaska and parts ol 
4aaho and Montana. 

Albert H. Beifie, general sales 
manager, said the increased sale of 
Buicks in the northwest necessi- 
tated establishment of a zone of- 
fice there. He also announced that 
a new factory parts warehouse will 
be opened in Portland. 

Dealer -distributors being re- 
placed by the new zone office are: 

Kauffman Buick Co., Spokane; 
Mueiler-Harkins Motor Co. Ta- 
coma; Campbell-Simpson Motor 
Co., Boise; Braley & Graham, Port- 
land, and Anderson Buick Co., 
Seattle. 


Hip, Hip for Hup! 
1910 Car Chugs to Victory 


In Economy Test 


SAN FRANCISCO.—A 1910 Hup- 
mobile, averaging 28.42 miles per 
gallon, is the winner of an economy 
test staged as part of the sixth 
annual Horseless Carriage Caravan, 
which consisted of cars manufac- 
tured prior to 1916. 


Ninety-seven of the oldtimers 
made the trip under their own 
power from Fresno to Yosemite. 

Owned by John Tuteilan and 
John Agbashian, of Fresno, the 
1910 Hup outclassed a field of 31 
carriages competing in the test ar- 
ranged by General Petroleum Corp., 
sponsor of the caravan. 

Average age of the antique auto- 
mobiles completing the economy 
course from Fresno to Big Cedar 
Springs, a distance of 54 miles, was 
41% years. Oldest car in the test 
was a 1904 Rambler. It averaged 
12.55 miles per gallon. Average 
miles per gallon of all 31 carriages 
was 12.25. 


~~ 
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OBODY wins on an over-allow- 

ance on a used car. The cus- 
tomer seldom gains. Surely the 
dealer and the manufacturer lose. 
The manufacturer, who condones 
or encourages this practice, in the 
long run suffers. 

Taking the industry as a whole, 
the need for a market will be more 
prevalent in months to come than 
it is today. So there is no real rea- 
son to steal next month’s potential 
by offering sacrificing deals. 

Take the customer. He rarely 
benefits. The dealer might make 
him think he is getting a long 
deal, but the customer is very 
apt to find out later that he was 
taken in by the dealer. If he 
really and truly got a long allow- 
ance on the car, perhaps he was 
overcharged on the finance deal. 
He is very apt to be cheated on 
the conditioning of the new car. 

If a dealer really did sacrifice his 
new-car profit, then the customer 
has bought an “orphan car”—a car 
from a dealer who will soon go out 
of business. 

No customer likes to be debunked 
and declassed by getting a comeon 
from a dealer proposing to offer a 
long used-car allowance only to be 

worked over by experts in an at- 
tempt to beat him down to take 
less for his used car. Besides, the 
customer who really gets the long 
used-car allowance is a liability in- 
stead of an asset to a dealer. He 
tells his friends and neighbors and 
thus the dealer, by extending a long 
used-car allowance, only attracts 
more of the kind of business that 
will put him further in the hole. 
s = s 


Each Buyer a Friend 
A DEALER can’t afford to bar- 
gain with customers bv giving 
some a long deal and failing to 
give the non-chiseling customer the 
same price consideration. A dealer 
must treat all customers alike. Au- 
tomobile business is no different 
than any other business in its hu- 
man relationship. There is no mar- 
ket so large that it precludes the 
necessity on the dealer’s part to 
make a friend of each buver. Ev- 
ery dealer needs to sell to the same 
customers, their friends and rela- 
tions over and over again. 

A dealer’s first consideration must 
be the protection of his good name 
with the buying public. Hit-and- 
run selling cannot be the rule of 
this business. Don’t be disillusioned. 
This wheel-and-deal technique that 
has already shown its ugly face in 
some territories, has not been tested 
in the fires of real competition. 

It came conspicuously into use 
in 1939 just before the war. It 
obtained volume at that time for 
some outlets, and this success has 
now encouraged some dealers to 
follow the example. These deal- 
ers evidently expect to make a 
career in cutting prices. This, is 
in spite of the fact that it is 
common knowledge that a price 
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cut is effective in any territory 
in any line of merchandise only 
because some dealers are main- 
taining the prices. So the volume 
was obtained at the expense of 
other dealers, Not an extra auto- 
mobile is sold. 


When a dealer organizes his sales 
technique on propaganda that he 
over-allows, he just tears down the 
entire trade. Soon the automobile 
buying public in that territory will 
be kept busy six days a week shop- 
ping around for the last dollar on 
their used cars. 

Surely it is time that this great 
industr;” can come up with better 
selling techniques—selling new cars 
on their merits —selling them by 
comparison — selling the dealer’s 
service as an important component | 
that makes the sale satisfactory to 


the customer. 
+ 7 * 


Why Discount? 


Bia us not get started in this 
trade on plans that emphasize 
vrice cuts from dealer discounts. 





What is the use of fighting for the 
historical discount in this trade, if 
we are only to use it to give cars 
away? Why make the concession to 
the new-car buyer anyway? It 
would be much more logical to ex- 
tend to the used-car buyer any gen- 
erosity that we feel pressed to ex- 
ercise. Lower prices on used cars 
would increase the number of auto- 
mobile owners, because we would 
attract more buyers in the lower 
income brackets and thus increase 
the total market. 

We in this trade have the re- 
sponsibility of stabilizing this bus- 
iness. Of course, there is always 
a threat when production exceeds 
the market. When this happens 
some merchants become panicky 
and buy business by unsound con- 
cessions, instead of selling goods 

(See MUNN, Page 10, Col. 4) 








Golfer Daly Repeats— 


Guy Hayden (left), tournament chair- 
man, presents Jack Daly with the Presi- 
dent's Cup in the Philadelphia Automobile 
Trade Assn. golf tournament at Huntington 
Valley Country Club. Scoring 78, Daly is 
the only three-time winner of the 39-year- 
old trophy. 


New Law Taxes 
Casual Auto Sales 


In Michigan 


LANSING.—Two bills, one affect- 
ing casual sales of used cars and 
the other pertaining to the practice 
of reciprocity on use tax, have been 
signed into Michigan law by Gov. 
G. Mennen Williams. 

House Bill 171, which goes into 
effect Oct. 2, amended the Use Tax 
Act and levies a specific tax of 3 
percent on transactions involving 
second-hand vehicles. The new law 
provides that any individual who is 
not in the auto business shall pay 
this transfer tax when making a 
sale to another individual. 

In addition, the law will tighten 
title requirements to eliminate the 
jumping of titles. 

In previous years, the State had 
allowed individuals one or two 
transactions in any calendar year 
in which tax was not collected. 

House Bill 179 provided that the 


| State should practice reciprocity 


relative to waiving use tax only 
with those states practicing reci- 
procity in return. 

The use tax must now be paid on 
rental receipts instead of on orig- 
inal purchase when the tangible 
personal property is rented for sev- 
en or more consecutive days. 


Wis. Dealers Win Battle 
On Time Sale Charges 


MADISON, Wis.—A long fight be- 
tween dealers and finance compa- 
nies about dealer participation in 
the charges made upon auto buyers 
for the time purchase of cars has 
ended with a victory for the 
dealers. 

A new State law, approved by 
Gov. Walter J. Kohler upon its 
enactment after bitter wrangling 
in both houses of the Legisla- 
ture, removes the ceiling on 
dealer participation in financing 
charges that had been imposed 
by the State Banking Depart- 
ment, and sets a specific maxi- 
mum schedule of charges to 
replace the variable charges 
previously permitted. 

The Wisconsin Automotive 
Trades Assn., which had main- 
tained that the State order limiting 
dealer participation was unconsti- 
tutional and had started a lawsuit 
on the point, sponsored the new 
legislation. It was generally op- 
posed by finance companies. 

It has been estimated that up to 
75 percent of the cars sold in Wis- 
consin are sold on time payment 
contracts. 

The new schedule calls for a top 
charge of $7 per $100 a year for a 
new car, $9 per $100 for used cars 
up to two years old, $12 per $100 for 
used cars up to five years, and $15 
per $100 for autos more than five 
years old. 

Under the law, the dealer will be 
able to sell his time payment con- 
tracts, with or without recourse, at 
whatever price he can get. Under 
the Banking Commission regulation 
superseded by the new act, there 
was a maximum of $20 per contract 
allowed for dealers participation in 
the “time payment differential.” 

Under the old law, the Banking 
Department was required to pro- 
hibit “unconscionable” charges by 
the finance agencies. That meant, 
said Guerdon Mathews, State 


banking commissioner, that there 
were no fixed maximum charges. 


He said the new schedule means 
that consumers will pay approxi- 
mately at the same rates for time 
contracts, although the statutory 
limits will have the effect of afford- 
ing some protection at a time when 
interest rates generally are rising. 


Another feature in the law is to 
make certain that buyers of autos 
on time are aware of the coverage 
of the insurance policies that cus- 
tomarily are provided with them. 

Legislative investigations of 
highway accident trends and the 
financial responsibility of Wis- 
consin motorists have established 
the fact that many persons as- 
sume they have personal liability 
insurance coverage, when in fact 
they bought only property dam- 
age insurance when they bought 
their cars on installment con- 
tracts. 

The law provides that the dealer 
or finance company provide liabil- 
ity insurance as a part of the in- 
surance contract in the sales con- 
tract, or notify the buyer explicitly 
that liability insurance is not in- 
cluded in the contract. 





Kentucky Dealers 


To Hear Moore 


LOUISVILLE. — James C. Moore, 
general counsel of NADA, will be 
the featured speaker at the Ken- 
tucky Automobile Dealers Assn. 
convention at Lexington Sept. 20-21. 

Moore will discuss dealer-factory 
relations, as well as Federal Trade 
Commission rules, dealer-licensing 
laws and other regulations affect- 
ing dealers. 

Paul Williams, vice-president of 
Commercial Credit Co., Baltimore, 
will speak on the installment-credit 
situation. 


les 





NEWARK.—The New Jersey Au- 
tomotive Trade Assn, has gone on 


record in favor of a junking plan | 
under which factory and dealer | 


would cooperate to remove unsafe 
cars from the road. 

In a resolution submitted to 
NADA’s Industry Relations Com- 
mittee for action, the Jersey 
group pointed out that continuing 
demand for autos was necessary 
to the industry, and that auto 
owners should be encouraged to 
use and enjoy safe transportation. 
The first step in this direction, 
according to the resolution, is to 
remove from the roads and mar- 
kets, cars “of old vintage commonly 
known as ‘junkers.’” 


The junking resolution was based 
on a scrappage report which said 
that for every four new units pro- 
duced last year three units were 
scrapped. 

R. L. Polk & Co. reported that 
last year’s total vehicle scrap- 
page of 3,670,824 surpassed the 
average scrappage figure of the 


Blue-Law Repeal 
Sought in Mass. 


BOSTON. — The Massachusetts 
Automobile Dealers Assn. has 
joined with _ representatives of 
other industries in asking Gov. 
Christian A. Herter to repeal 
ancient blue laws, on the statute 
books of Massachusetts since 1730, 
prohibiting doing business on Sun- 
day. 

A storm of protest has raged 
throughout the state, sparked by 
used-car dealers and real estate 
men, since Attorney General 
George Fingold asked police chiefs 
to enforce the Sunday blue laws. 

Boston Police Supt. Edward W. 
Fallon said Hub police would not 
enforce the old laws. His statement 
came after Judge William G. Lynch 
threw out the cases of an auto- 
mobile washing firm and_ six 
bakers, charged with doing 
business on Sunday. 

The judge said: “As long as the 
police bring in cases like this, I'll 
continue to dismiss them.” 





Racketeer Victimizes 


Dealer on Check 


CHICAGO. —A dealer reports 
he has been victimized by a 
racketeer using the following 
technique: 

The gyp artist drives into the 
service department in a truck 
and asks for a repair estimate. 
When he receives the estimate, 
he hesitates and implies that he 
might be more interested in buy- 
ing a new truck After talking for 
some time with the salesman, he 
says he wants to think over the 
deal, but since he is from out of 
town and unexpectedly short of 
money, wants to cash a small 
check to tide him over. 

The check, of course, bounces. 


On the House . 





On a percentage basis, the report 
said, the number of cars junked 
last year amounted to 7.51 per- 
cent of all cars in use. The figure 
for trucks was 6.02 percent. 

The association quoted some in- 
dustry experts as estimating that 
eight million more cars will have 
to be taken off the road before too 
long. 


| past 28 years by 1,620,937 vehicles. 


Spokane Dealers 
Get Pay Ruling 
For 9th Shop Hour 


SPOKANE.—(UTPS) — Don Ma- 
jers, president of the New Car 
Dealers Assn. of Spokane, an- 
nounced last week that Spokane 
auto dealers could operate their 
service departments nine hours a 
day, five days a week, without pay- 
ing employes overtime rates for the 
ninth hour. 

He made the statement after a 
hearing held to determine working 
hours for members of the AFL 
International Assn, of Machinists, 
who are employed by approximate- 
ly 20 Spokane dealers. Prof. John 
D. Regester, of the College of Puget 
Sound, Tacoma, acted as arbitrator 
and rendered the decision. 

Majers said the ruling held that 
although it would be permissible to 
call in mechanics for emergency 
jobs on Saturday, no regular Satur- 
day shift could be set up. 

“Overtime will be paid for all 
Saturday work,” he said, “The rul- 
ing excepts both new and used-car 
preparation and delivery men, as 
well as janitors.” 

Majers stated that present serv- 
ice operations would not be affected 
by the ruling. Members of the 
dealer association “are perfectly 
satisfied with the ruling,” he said. 


Host of Hosts 
N. H. Dealers Offer Girl 


Free Vacation 

CONCORD, N. H.— Faustina 
Ramirez, 13, of Victoria, Tex., has 
been invited by the New Hampshire 
Automobile Dealers Assn. to spend 
a free vacation in the Granite 
State. 

Early this year, in a letter which 
came to the attention of Gov. Hugh 
Gregg, Faustina said she had writ- 
ten many chambers of commerce 
for information on New Hampshire 
but had received no reply. The in- 
formation, she said, was needed for 
a scrapbook for schoolwork. 

The governor sent her a personal 
letter, an autographed photo and 
five pounds of literature. The deal- 
ers’ association then heard about 
the little girl and offered to pay her 
way to New Hampshire, act as 

|hosts and show her in person the 
| 45 different things she had specific- 


‘ally inquired about. 








Changing Times: “During the 





past couple of weeks,” reports 


George Dixon, manager of the North Dakota dealers association, “I 


have made inquiries of many dealers . . 
optimistic and say business is better than they 
figured it would be; profits, while awful hard to 
get, are still around .. . There seems to be more 
black than red ink”... 


Too bad General Motors didn’t have a special 
amateur class in its good-roads contest; the pros 
were too conspicuous by their presence .. . 
Faricy, manager of the Minnesota dealer group, 
has been elected vice-president of the Minnesota 
Trade Managers council, composed of 60 retail 
and service organizations . 
is Illinois association’s new field secretary .. . 
Samuel Lang has been hired as employe-employer 





Wemhoft 


. In the main, dealers are 


Leo 


.. Harry L. Bellmer 


relations counselor by Louisiana association .. . 

Many businessmen don’t realize how tough it is to get a good 

executive until they need one, Brooklyn association points out, and 

asks this question: “Is there a pool of men learning the management 
of your firm, ready to move up if they are needed?” 


—Petre Wemuorr, Editor, 
Automotive News 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
™ the dealers on every used vehicle accepted in partial payment for a new 
a car or truck. § 3. Every dollar of gasoline tax collected by state or federal | 
a." The ol applied to the building and maintenance of highways. 
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industry. § 5. A return to the precepts of independence and the rewards of | 
cet we and ability, which made America and gave more of oe | 
tizens more of the better things of life than anywhere else in the world. 
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G seit Comment 


PAR (Project—Adequate Roads) has launched an inten- 


sive campaign to win the active support of “people who have 
a direct interest in good roads and don’t realize it.” 


Aimed at Mr. Average Motorist, in other words. 


. * o 


UAW Local 6 has told its members that International 
Harvester products will reflect employes’ “bitterness, anger, 
resentment and frustration” over Harvester’s stand on cost- 
of-living pay—a bold invitation to sabotage. 


Union leadership at its most irresponsible level. 


* * * 


Consumer credit has not reached a dangerous level, de- 
clares rackara President James J. Nance, who cites figures 
to show that auto installment loans were only 2.14 percent of 
the nation’s disposable income in 1952, compared with 2.28 
percent in 1940. 


Lenders, please note. 
* * ~ 
Postwar auto shows have become big business, with 15 


events drawing 1,227,933 persons and $1,019,194 at the box- 
office, an AUTOMOTIVE NEWS survey shows. 


And dealers have even bigger shows in the works for 
1954. 
* * . 
One out of every three brands of brake fluid tested on the 


market today is a potential killer if used in auto brake sys- 
tems, AUTOMOTIVE News finds in a survey. 


How long will motorists stand for this? 


* * * 


House and Senate conferees on the Economic Controls Bill 
have given the heave-ho to a provision to give the Federal 
Reserve Board power to reinstate credit controls. 


End of an era. 


List | 


| 


4. The elimination of government and bureaucratic controls over this | 





Auto 
Forum 


The reason for war and all 
the troubles in the world is 
that we so terrifically over- 
estimate the little we know 
and ignore the _ tremendous 
amounts we don’t know 
Cuaries F.. Ketrrerinc. 

* * * 
Optimism 


I don’t think just because we 
have had a high level of busi- 
ness in one instance, we have to 
have a big recession, if we exer- 
cise properly the use of money 
and credit. A major recession 
need not happen again and I 
don’t think it will—Ted Yntema, 


Ford finance vice-president. 
- * * 


Right Approach 


The salvation of our declin- 
ing highway system is not 
hobbling highway hauling, but 
rather in building and main- 
taining roads adequate for the 
economic demands of modern 
transportation.—Merril C. Ho- 
rine, of Mack Mfg. Corp. 

* ” * 


Course Is Set 


“I see America today standing 
on the eve of life’s most glorious 
stage—a young nation coming to 
its maturity, with almost un- 
believable powers, at exactly the 
time that the history of civiliza- 
tion demands... There is in my 
mind no shade of doubt as to 
the ultimate achievement of our 
hopes. Having set our course by 
the stars of great moral pur- 
pose, no false lights will draw 
us aside or stop us _ short.” 
Adlai E, Stevenson. 

od * * 

When a used car was owned 
by an old lady, who never 
drove it over 35 miles an hour, 
you can usually tell by the 
dents in the rear fenders. 


Watt Street JOURNAL. 
* * + 


Can Be Ruinous 


Advertising reflects dealer 
tendency to sell credit terms 
rather than merchandise—tends 
to slant appeal toward custom- 
ers with poor credit rating. 
Loose credit can be ruinous if 
used, or if used or new-car prices 
drop off sharply.— Pacific 


Finance’s Automotive Digest. 
* + * 


Hush Money 


The Communists are spend- 
ing more money in an effort 
to keep the Voice of America 
signal out (of their countries) 
than we do to put it in— 
Robert J. Francis, Voice of 


America director. 
+ * « 


The Formula 


An intense selling effort, effi- 
cient production and courageous 
but judicious credit policies are 
needed now for profitable oper- 
ations.— Henry H. Heimann, 
vice-president, National Assn. of 
Credit Men. 

* x * 
Simple as That 

Indianapolis speedway win- 
ner Bill Vukovich, asked how 
he had mastered the track 
which wrecked rival cars, ex- 
plained: 

“Each time around I drove 
as far as I could go, and then 
turned left.”-—Columnist Ed 
Sullivan. 


10 Years Ago... 
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PAW, HECK , HE RES" 
SOMEBODY COMIN’ 
IN AN ’/ BET THEYRE 
BITIN’ 
AN’ / GOT MY WORM, 


YOu CAR DEALERS 
AND phe ERS 
HAD A GRANDDAD 
IN THE BUSINESS 
AND HE HAD HIS, 
TROUBLES ,ALSO. 
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‘Merchandising Meat. . . - 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 


| letters but you may sign your name 
used, if you so request. 


with the assurance that it will not be 


Address Editor, Automotive News, Detroit 26, Mich. 





Munn’s Series 


I enjoy reading John Munn’s 
umn in Automotive News. 


col- 


I especially enjoyed reading his} 


letter to salesmen addressed “Dear 
Son” and signed “Dad.” He is to 
be highly complimented on this 
article as it contained good “meat” 
for all 
| tions. 

I am having our organization 
|take the liberty of having this 
| article reproduced and sent to our 
| distributors and salesmen all over 
ithe United States—J. H. SHIELps, 


| president, Superior Coach Corp., 

| Lima, O. 
* * * 

May we have your permission to 

republish in our magazine, the 


| Selling Job (sample enclosed), that | 


“Letter to Salesmen” which ap- 
peared in the June issue of AUTO- 
MoTIVE News ?—Cart B. Dietricu, di- 
| rector, member services, Motor and 


| Equipment Wholesalers Assn. 
a 


John O. anes s “Letter to Sales- | 


The Big Story 


Registrations of passenger cars throughout the U. S. as of May 1, 
1943, showed a decline of approximately 2,500,000 from those of May 1, 


1942, according to a survey by NADA .. 


. Unveiling a prototype of 


his $400 postwar car, Shipbuilder Henry Kaiser said in Detroit that 


he plans to market a proposed 80-horsepower car through gasoline 


stations .. 


. War production in the automotive industry continued to 


rise in May, increasing by $15 million over the previous month, ac- 
cording to George Romney, managing director of the Automotive 


Council for War Production .. . 


Ray A. DeVlieg, general works man- 


ager of Nash, has been appointed head of manufacturing for all 


Nash-Kelvinator plants .. . 


Having spent nearly $40 billion during 


two earlier periods of highway expansion, the U. S. after the war will 
enter its third period of highway development, the American Petro- 


leum Industries committee said. 


—From the Files of Automotive News. 





merchandising organiza-| 


;men” in the June 1 issue of AvuTo- 
MoTive News was certainly well 
worth being read by every sales- 
man. 

We would like to bring this arti- 
cle to the attention of the members 
of our large sales force by reprint- 
ing it in the weekly news “Bulletin” 
| Which is mailed out to Premier Au- 
toware Sales_ representatives. 
Ronatp GraHaM, assistant sales pro- 
motion manager, The Premier 
Autoware Co., Cleveland. 

Eprror’s Note: Permissions 
granted. 


* * . 


Pleasant Experiences 


I want to express to John Munn 
my deep appreciation for his very 
fine and constructive comments on 
my activities in my active days in 
General Motors with respect to the 
|dealers and their interests. 


I might add a little to his story 
to say that one of the most pleasant 
| experiences I had in the 25 years I 
| served General Motors was the con- 
tacts that I had with GM dealers, 
not only by visiting them in their 
places of business—as I did in a 
very broad way, especially in the 
early part of my service—but more 
particularly later on when I met 
jointly with them with other execu- 
tives of General Motors for the 
purpose of working out more con- 
structive relationships between the 
corporation and the dealers.—- 
Atrrep P. SLoAN, chairman, General 
Motors Corp. 





* . s 


False Report 

| The Apr. 27 issue of AvuToMmoTIV : 

News has just been called to my 

attention. This issue carries the 

article about the Legislative Refer- 
(Continued on Page 22, Col. 1) 





Chevrolet 


dealers have 


everything 
for even greater 
leadership, 






including 


the most powerful 







car in the 
wm  §_ low-price 
ES eae « i 
oS field 


now more than ever... 


AMERICA’S LEADING FRANCHISE 





June 24 
(Dealers looking for good clean 
cars. Good sale, Sold 100 cars out of 

130 offerings.) 

BUICK—’'48 RM 4-dr., $475. ‘47 Super 
4-dr., $460. 

CADILLAC "49 (62) 4-dr., $1,505*, 
$1,530*. 

CHEVROLET '52 SL Deluxe 2-dr., 
$1,190. °51 SL Deluxe 2-dr., $1,050", 
$1,030, $1,005, $1,000*, $1,035, $1,- 
055*; 4-dr., $915, $1,070*; Bel Air, 
$1,310, $1,270*, $1,200. '50 SL De- 
luxe 2-dr., $845, $775, $580; 4-dr., 
$795, $800. '49 SL Deluxe 4-dr., $660, 
$620; club coupe, $600, $620. '46 SM 
4-dr., $220. 

CHRYSLER '49 club coupe, $765*. °47 
4-dr., $295. 

DeSOTO ’50 conv., $1,025*. ‘49 De- 
luxe club coupe, $660. ‘47 Custom 


4-dr., $275; 2-dr., $320. 

DODGE—’'51 Wayfarer 2-dr., $875. ‘48 
Custom 4-dr., $520. 

FORD — '53 Custom (6) 4-dr., $1,680. 
'52 Custom (6) 2-dr., $1,250; Custom 
(8) 2-dr., $1,590", $1,400. ‘51 Cus- 
tom (8) 2-dr., $855; 4-dr., $1,070. ’50 
Custom (6) 2-dr., 2 at $720, 2 at 
$600; Custom (8) 2-dr., $835; conv., 
$1,020*. °49 Custom (8) 2-dr., $525; 
4-dr., $575, $570. ’48 SD (8) club 
coupe, $460, $400. "47 SD (8) club 
coupe, $425. 

HUDSON—’48 Super (6) 4-dr., $310. 

KAISER—’51 Henry J (6) 2-dr., $640, 
$535, $475. '51 Kaiser 2-dr., $1,000. 

LINCOLN—’'53 Cosmopolitan 4-dr., $3,- 
425°. 

MERCURY ’52 club coupe, $1,860*. 
‘49 2-dr., $710*, 2 at $525; conv., 
$650. 

OLDSMOBILE ‘51 (88) club coupe, 
$1,440*. °50 (98) 4-dr., $915*. °49 
(76) 2-dr., $675. °48 (78) 2-dr., 
$475*. 

PACKARD—’52 (300) 4-dr., $1,910*. 

PLYMOUTH — ’51 Cambridge 4-dr., 
$820, $900; club coupe, $855. '50 De- 
luxe 4-dr., $790, $695; club coupe, 
$670. '49 SD 4-dr., $665. 

PONTIAC — ’51 Catalina, $1,585*. ‘50 
Catalina, $1,280*, $1,320*. '48 Chief- 
tain (8) club coupe, $550. '47 SL (8) 
4-dr., $325. 

STUDEBAKER — '53 Commander (8) 
club coupe, $2,200*. '51 Commander 
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(8) 4-dr., 2 at §$800*. '50 Champion 
2-dr., $520, $625; Starliner, $550. 
MISCELLANEOUS— Midget racer, $350 


June 17 
(Sold 101 cars out of 126 offerings.) 

BUICK—’51 Super 4-dr., $1,555*. °50 
Special 2-dr., $670, $885. '49 RM 4- 
dr., $750*°. '47 RM 2-dr., $190. 

CADILLAC—'48 (62) 4-dr., $1,080*. 

CHEVROLET —'52 SL Deluxe 2-dr., $1,- 
240; Bel Air, $1,600*; 4-dr., $1,275°*. 
‘51 SL Deluxe 2-dr., $1,060, $1,030, 
$880; 4-dr., $975. '50 SL Deluxe 4- 
dr., $845, $840, $900; Bel Air, $1,065. 
‘49 SL Deluxe 2-dr., $650, $600, $560; 
4-dr., $650. 

CHRYSLER—’51 Windsor club coupe, 
$1,310*. 

DeSOTO—’'51 Custom 4-dr., $1,110*. '50 
Custom 4-dr., $900*. 

DODGE—’'53 Coronet (8) club coupe, 
$2,260*; Meadowbrook 4-dr., $1,700*. 
‘50 Coronet 4-dr., $815. '49 Coronet 
4-dr., $700, $665. 

FORD—'52 Custom (8) 2-dr., $1,375, 
$1,390. ’51 Custom (6) Q2-dr., $800, 
$1,075*; Custom (8) 4-dr., $1,010, 
$900. ’'50 Custom (6) 4-dr., $730; 
Custom (8) 2-dr., $790. '49 Custom 
(6) 2-dr., $535. 

FRAZER—’49 4-dr., $400. 

KAISER—’51 4-dr., $775; Henry J (4) 
sedan, $475. 

LINCOLN—’49 4-dr., $450. 

MERCURY—’50 2-dr., $920. '49 2-dr., 
$670, $780. 

NASH—’52 Statesman 2-dr., $1,130. '49 
Statesman 4-dr., $465, $405. 

OLDBSMOBILE—’52 (88) 2-dr., $1,730*. 
’50 (76) 4-dr., $860*. '49 (76) 2-dr., 
$755. 

PACKARD—'50 (200) 4-dr., $450. 

PLYMOUTH—’52 Cambridge 4-dr., $1,- 
050. '51 Cambridge 4-dr., $900, $890; 
club coupe, $1,000, $860. '50 SD club 
coupe, $765, $730, $725. °48 Deluxe 
4-dr., $450. 

PONTIAC—’51 Chieftain (6) 4-dr., $1,- 
165. '50 SL (8) 2-dr., $710*. ‘49 
Chieftain (6) 4-dr., $770. '48 Chief- 
tain (8) 4-dr., $620*. 

STUDEBAKER — '50 Champion club 
coupe, $625; sedan, $560, $555; club 
coupe, $550. 

WILLYS—’52 Aerolark 2-dr., $1,150. 

MISCELLANEOUS—’51 Skoda (Czech) 
2-dr., $415. 


















































By Leon M, Leffingwell 
Staff Correspondent 

PITTSBURGH. — Many used-car 
sales to workers’ families — which 
might otherwise be lost—are sal- 
vaged by Universal South Side 
Motors, Inc. (DeSoto-Plymouth), by 
showing the prospects in detail 
how to meet monthly payments. 

Robert Nalitz, used-car man- 
ager, says this budget guidance 
is based on the fact that many 
workers spend money unneces- 
sarily. This extra spending, Nalitz 
says, leads many prospects to be- 
lieve that they don’t have enough 
money to pay for a better used 
car. 

The average mill-worker 
prospect, Nalitz says, earns $80 to 
$110 weekly and pays $40 rent, yet 
he drives a °41 auto and usually 
offers about $20 and his old car in 
a trade and wants to give a note 
for the balance. 

Tactful questioning and obser- 
vation, Nalitz says, show that most 
workers have little money saved 
because they spend freely on inci- 
dentals. He figures that every day 
a worker pays for an average of 


movie or several beers—at a cost of 
$1.50. That adds up to $45 a month. 
and Nalitz is quick to point this 
out to prospective customers who 


Braden Leaves 
Dodge to Direct 
Chrysler Regions 


three cups of coffee, two soft | 
drinks, cigarettes, candy bars, a! 


Workers Told How to Trim Expenses. . . 


Budget Advice Sells Used Cars 





say they can’t afford a monthly} he often points out that the amourt 
payment on a better car. | of money spend to keep the old 

In brief, Nalitz’ clincher to the | clunker running will amount to a 
prospect runs along this line: | good part of the payment on a 
“You have been going along for | vetter car. 


all these months paying out Here is Nalitz’ version of a typ - 
money for incidentals and have | cal transaction: 
gotten nowhere. Why not cut | A worker comes in, looking for 


down on these incidentals, save | a car, but has no extra mone) 
the money and have a decent car | for a downpayment. Nalitz tells 
to: ride in?” | him he can borrow $250 from the 
Nalitz says most prospects ap- | bank for 18 months at a cost of 
preciate a sound sales presentation} $21. He offers to go to the bank 
that is conversational and continues| with the prospect. 
for 45 minutes or an hour, He says| At this point the worker feels he 
a a to consult his wife. He says 
6 ° ' e is a good used-car buyer and 
300 Antique Cars has had his eye on this betier ear 
for some time. But he hasn’t bee» 


Expected to Join able to persuade his wife they can 


- afford to trade. Nalitz shows how 
53 Glidden Tour trimming incidental expense and 
getting rid of the upkeep cost for 
CLEVELAND.—More than 300/the old car will bridge the dollar 
antique cars are expected to join in| gap. 
the 1953 Glidden Tour, which will} Fortified with confidence, the 
start here Sept. 14. prospect brings his wife to the lot 
This year’s tour, according to|to see the car. When she is con- 
James Melton, tour committee! vinced how easy it is to stretch the 
chairman, will be conducted as a| budget to make payments on a car 
tribute to historical events: Thej|and still buy rugs for the house, 
Ohio sesquicentennial and _ the| she agrees to the deal and the sale 
golden jubilees of Willys and Ford.| is written up. 
| The tour will end with an old-car 
| festival Sept. 19 at Greenfield Vil- 
pevoo BS Dealers Help Block 
| The tour is sponsored this year Ne a. Service Tax 
| by the Antique Automobile Club of NEW YORK.—Concerted 
| America. Cooperating groups are! action by auto dealers and other 
|the Veteran Motor Car Club of! interested parties helped block 
America, the Horseless Carriage| the imposition of a 3 percent 
| Club and other antique-car groups.| sales tax on all services per- 
‘oan scalaeenis dee aoe Assn.,| formed within the city. 
| which sponsored the original Glid- , : 
|den Tours, also supports the mod- smertly Sedece the proposition 















was to be opened to public hear- 


*Indicates automatic transmission or overdrive, and (ps), power steering. 
ings, Mayor Vincent Impellitteri 


Other Auction reports are on Pages 24-25. 


Dealers Publish Codes 


Akron and Roanoke Associations List Aims 
Of Ethical Business Conduct 


WASHINGTON.—NADA reported | of reasonably priced factory parts. 
last week that two local dealer as-| 2. Maintenance of dependable 
sociations—in Akron and Roanoke, | service facilities. 

Va.—have published codes of ethics. 3. Adherenc, to all agreements or 
Purpose of the codes, the | guarantees. 

NADA said, is to inform the 4. Use of accurate and truthful 

public of high business standards | advertising. 


ert R OIT.— Appointment of | ern revivals 
. M. Braden as director of regions| “Fifty years ago,” says Melton, | i 
was announced last week by C. R. |“the first major automobile relia- seat auae talaee i ae ee om 
Curtan, sales | bility run was conducted. It was given was tient poe ysl ted 
manager of the | not a race, but rather a demonstra-| ¢19 million had been ote ed 
Chrysler vcaeaaleen that automobiles were road-| jn a reestimation of scmeued 
Braden comeS| worthy, reliable and practical for revenues. : 


to the Chrysler te prac 
division from| ~~” day transportation. | 


Dodge, where he 
had served as 
sales supervisor 
since 1951. 
He joined Dodge 
in 1941 as district 
, manager in the 
E. M. Braden Pittsburgh region, 
was transferred to the New York 


















to which association members 5. Compliance with all state and| region and later was appointed dis- 
subscribe. Highlights of the codes | Federal regulations governing fi-|trict truck manager of the New 
are these aims: nancing and insuring. York metropolitan area. 


After serving as a city manager 
in the New York region and as St. 
Louis regional manager, he was 
made Chicago regional manager for 
Dodge in 1949. 


Mid-South Show 
Set for Memphis 


MEMPHIS.—A Mid-South Na- 


tional Automobile & Truck Show! Preparing for Chevrolet Graduation Exercises— 


will be held in connection with the F 
Mid-South Fair & Livestock Show!| Officers of the 37th session of the Chevrolet post-graduate school of modern mer- 


here Sept. 24-Oct. 3, according to chandising and management check class records prior to graduation exercises. Shown 

L. T. McCourt, fair president, and | in rear (from left) are Frank C. Silvey jr., Fredericksburg, Va., treasurer, and Garnett 

W. N. Fry jr. chairman of the R. Lanning ir-, Corinth, Miss., secretary. Seated are Robert B. Macdougall, Port Credit, 

sales department. Ont., vice-president for Canada; William B. Patton, Waseca, Minn., president, and 
“The fair realizes that this is the | Stephen G. Johnston, Dumas, Tex., vice-president. 


year when we can be of most as-| 


is and aio nndcrawencetotne Michigan Gets Army Jobs 


mid-southerners,” the fair leaders 


said. * * 
Space reservations already me Totaling $231 Million 


been made by a number of firms 
and many others plan to partici- 
pate McCourt said. Space has been| DETROIT.—Army ordnance,of General Motors, $313,365 for 
reserved for showing of antique|#wards to Michigan industry| automotive parts; Chrysler Corp., 


cars and hot rods. a $231,559,551.40 for the month | $397,395 for tank parts; Ford di- 
The show will present the latest Paul a ee ae eee vision, $212,641.16, for 2%-ton 


automobile and truck designs, plus ae trucks, and GMC Truck & Coach, 
manufacturing processes never be- Ordnance District. $202,222, for 10-ton trucks. 


: 2. be Heading the list was a supple- 
fore shown in the mid-South, Mc-| 1. entary contract with Fisher Body 


1. Maintenance of adequate stocks 6. Observance of working hours 
> oie consistent with established local 

* a °y practices. 

Miracle Power Joins Ford 7. Support of public activities 
In Daredevil Shows which benefit motorists. 

TOLEDO. —In cooperation with 8. Cooperation and promotion of 
the Ford division, the Miracle} good citizenship and community 
Power division of AP Parts Corp. | welfare. 
is participating in the Joie Chit- 9. Recognition that competition 
wood Auto Daredevils Tournament | deserves respect and should not be 
of Thrills, according to John Nop- | discredited. 
per, Miracle Power industrial sales 10. Establishment of good em- 
manager. ploye relations within a dealership. 

The company is demonstrating 


its lubricant under rough riding e 
conditions by supplying each Chit- GM Suit Accuses 


wood Ford car with Miracle Power e 
for its gas and oil. Auto-Lite of Plug 

Ford dealers in areas where the - js 
show is scheduled will receive Patent Violation 
Miracle Power merchandising aids , 4 
to help promote the program, Nop-| TOLEDO.—A triple damage suit 
per said. The show will appear in|of at least $1,500,000 has been 
about 600 areas this year. brought by General Motors Corp. 
—— | against Electric Auto-Lite Co. on 
charges of patent infringement. 

GM is asking an injunction to 
stop further alleged use of certain 
patents for making spark plugs 
which GM says it acquired from 
A. C. Spark Plug Co., of Flint, in 
1934. 

The GM suit says that after 
Auto-Lite had been notified of the 
alleged infringement, GM offered to 























te, oe een de of $217,230,668.74 for M-48 medium | 
able terms and a reasonable rate o a ak ~ ’ ’ > ra 
royalty,” but that the defendant ‘ | tanks. Chevrolet received two new ies 
i , Ryan Industries Enters awards of $1,351,945.63 for cars and — ge 
; “s $1,123,491.17 for '4-ton trucks. ease in Canada 
The suit also charges that the Auto-Parts Field is teak Ge Meee Pea, ees ist. ahies dite & eeeee 





defendant “has willfully and de- 


liberately committed and continues eevee: Ryan Industries, | awarded $1,047,820.00 for parts for| drop in number of bankruptcies 


Inc. has announced its entry in the| small arms. Motor Wheel Corp.,| of car dealers in Canada during 





Deals Change Hands— | to coment aete of infringement. automotive parts-supply field. Lansing, received an additional the first quarter of 1953, the 
Richard G. Danner (left), a former FBI tan iia Peter Magyari, Ryan president, | $918,740.00 in the production of] Canadian Government reports 
agent, will take over the Ford dealership ooking e said a new plant, the company’s | shells. with only six registered through 


third in the Detroit area, will pro- L-M Mfg. Co., Roseville, received| March, as compared with 13 ir 
duce manifolds, transmission hous- | $461,729.28 for parts for small arms| same period of 1952. 

ings, fifth wheels and allied|and $392,560.00 went to Wyandotte The 1953 bankruptcies include: 
equipment. The firm manufactures | Chemicals Corp. on a new contract} ¢oy, in Quebec aaa ‘one each in 
technical military equipment in its | for antifreeze compounds. Ontario and the rairi> 
other plants, Automotive activities| Other companies receiving awards provinces ° 

will be directed by Stephen Gen- | in May were: a 
dich, production manager. United Motors Service division 


of Frank Kent in Fort Worth, Tex., when} HARTFORD, Conn.—Windshield 
Kent switches to Cadillac. Danner at| wipers have been mandatory for 
present owns Ford dealerships in Vero|years in Connecticut but the law 
Beach and Delray Beach, Fla., but will| failed to require windshields. The 
sell these to concentrate on the Fort| Legislature, clearly seeing its duty, 
Worth business. He is shown with Frank | has passed a law requiring that all 
Goodwin, of Hull-Dobbs-Oakley Manage- | autos have something for the wind- 
ment Service, Memphis. | shield wipers to wipe. 
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Lowell Thomas 
sells for Kalser-Frazer 


is 















Monday | Tuesday Wednesday Thursday Friday 


9 hights a week! 


Kaiser«Frazer sponsors America’s No. | news commentator and sales promotion campaign in Kaiser-Frazer history. 


It’s Lowell Thomas and the news — an American institution for 23 


every weekday night over the CBS network years—now more basic than ever. Fifteen minutes of news every weekday 


night — an hour and fifteen minutes a week — by the dean of American 


as part of the dynamic new K*F Sales program ! commentators, over the CBS network Coast to Coast! 


Thus adding 12,500,000 listeners a week to the millions and 








Tune in tonight and every weekday night! millions reached each week by Kaiser-Frazer’s powerful newspaper, 
r 6:45-7 PM. — Eastern time Monday thru Friday on your CBS station* television and magazine advertising... driving home the story of 
" 5:45-6 PM. —Central time Monday thru Friday on your CBS station* the greater motor car values offered by Kaiser-Frazer dealers in K-F’s 
n 9:30-9:45 PM.— Mountain time Monday thru Friday on your CBS station* —_— $62 million ee ee 
, 8:30-8:45 PM. — Pacific time Monday thru Friday on your CBS station* We invite you to tune in on Lowell 1 homas tonight. You ll find it 
*Time varies in some cities, see your local paper for correct local time schedule. a rewarding experience —and a striking example of how Kaiser-Frazer 


3 : : is ring ahead! 
Radio’s greatest and most respected news program is on the air for is moving ahea 


Kaiser-Frazer — a stimulating new addition to the mightiest advertising Kaiser-Frazer Sales Corporation, Willow Run. Michigan 








°53 Kaiser... America’s finest all-around buy! 


1953 KAISCR-FRAZER SALES CORP.. WILLOW SUN, MICH 
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FOB FACTORY 
Plastic Tooling Depends 


On Broader Experience 


\, enwy plastic standard sedan car bodies or plastic 
tooling are just around the corner, auto engineers were 
told at Atlantic City recently, but important developments 
can be expected in these fields during the next few years. 


A paradoxical situation in the plastics die field is the pos- Packard Seeks Dealers' Sales Advice— 


sibility that the development’ 
could end up with auto engi- 


neers using plastic dies for| 
steel bodies and plastics engineers | 
using steel dies to make plastic 
bodies. 


While no such long-term develop- 


the strength and toughness of 
plastics reinforced with fiberglass. 


through design or by increasing the 
section. This will result in some 
sacrifice in weight, offsetting in 
ment is certain, it could occur,| part one of the important advan- 
judging by recent experiments in| tages of plastic bodies. 
production techniques. * 
One of the questions about | Body Finishing Expensive 
plastics that is foremost in the 
minds of engineers is their rigid- 
ity. There is no question about 


# * 


the SAE meetings was the fact 
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However, rigidity in a full-sized | moneger, 
body will have to be obtained) 


| a point that came out in| 


|that extensive body finishing was! 





| 
| 
| 
| 


| sealers, 
| have 


polished and accurate surface on : 
die also costs money. New patter 
recently made available 
helped the situation, it wa 
explained, but much work remain 
to be done. 


* * + 


More Experience Needed 


Pao sessions emphasized the fac 


- that there is still not sufficien 
experience with plastic dies to per 
mit accurate predictions about the 
length of run that can be expecter 
using plastic dies. 


Simple forming appears to offe: 


satisfactory die life in plastic dies 


However, where considerable 


In a series of 16 sessions in key cities, Packard executives have been meeting with | drawing of the metal is requirec 
dealers to discuss summer and fall merchandising campaigns. Shown here are partici- j} and there is repeated wearing of 
pants in a New York meeting. From left are Clinton W. Frothingham, eastern regional | the die surface, the plastic materi- 


N. J.; Frank Frost, Packard field sales manager, and Ed Widkidensky, West New | 


York, N. J. 
required in the plastic show cars 
recently exhibited by GM. The 
amount of such work required may 
be even greater than the metal 
finishing work needed on a steel 
body. 

Since metal finishing cost of a 
steel body is one of the costliest 


a a helen a 


, an 


GREATER 


eee 


MARKET 





“Delaware Valley,’ “The Workshop of 
the World,” “The New Eastern Industrial 
Metropolis”... no matter what you call it, 


one fact is always the same: 


Co 7m 
d 


PHILADELPHIA 


—— nn | 


operations on a car, body finish- 
ing may be a serious disadvan- | 
tage, at least initially, in building 
plastic cars. 

The discussion revealed that} 
progress in die finishing may tend | 


|to reduce this cost, but here again 


it was brought out that the cost of 


| providing an _ exceptionally high- | 


Aaron Goldstein, Jamaica dealer; John Kooistra and Al Brevet, Paterson, | 41s being used today may not be 


the answer. 


A deterrent to plastic die wear 
now being employed to advantage 
is to incorporate powdered iron 
in the plastic material. Limited 
experience shows this technique 
may work very well for some 
applications. Another technique 
being used is to spray the surface 
of the die to produce greater re- 
sistance to abrasive wear. 
Discussion showed that all auto 
producers are studying plastic die 


| techniques in order to find new and 
|cheaper tooling. Extensive use is 
|being made of plastic prototypes, 


| 
| 


both for *% and full-size models. 
Preformed plastic sheets are 


|being used, but this is still in the 
| development stage. A recent change 


in the situation came about with 
new glass cloth which provides the 
quality of three-way stretch. 


The prediction was made that by 


ithe end of this year the auto in- 
| dustry may be producing 300 plastic 








In the Greater Philadelphia Market 
The Evening Bulletin is the daily 
newspaper with the largest circulation 


In Philadelphia nearly everybody reads The Bulletin 
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Advertising Offices: Philadelphia, Filbert & Juniper Sts.; New York, 285 Madison Ave.; 
520 North Michigan 
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Ferguson Walker 


| sports cars a month. 


Micromatic Buys 


Chicago Firm 


DETROIT.—Micromatic Hone 
Corp. has announced acquisition of 
Diesel Engineering & Mfg. Co., Chi- 
cago firm producing industrial 
equipment in the field of high pre- 
cision. 

The Chicago firm, according to 
Kirke W. Connor, Micromatic pres- 
ident, will be operated as a wholly 
owned subsidiary. 

Diesel Engineering & Mfg. was 
founded in 1940 by Nicholas Fodor, 
who will be its executive vice- 
president and general manager un- 
der the new setup. 

* * * 


| Materials-Testing Society 


Issues Book on Copper 
PHILADELPHIA.— The Ameri- 


j;can Society for Testing Materials 
| has 


published a 556-page book 
which brings together all ASTM 
standards pertaining to copper and 
copper alloys. 


Copies of the book can be ob- 


|tained from American Society for 
| Testing Materials, 
| Philadelphia 3, Pa., 
|heavy paper cover, or $5.65 each, 


1916 Race St., 
at $5 each, 


cloth cover. 


Last Regulations 


Of CMP Killed, 
Effective July 1 


WASHINGTON. — NPA has an- 
nounced the revocation, effective 
July 1, of CMP regulations 1, 3, 4 
and 6. 


This action completes the planned 
elimination of the basic CMP regu- 
lations. No. 2 was revoked May 1, 
and Nos. 5 and 7 will expire at the 
end of the month. 

Beginning with the third quarter 
of the year, the Defense Materials 
System regulations becomes the 
Government’s basic mechanism for 
support of the Department of De- 
fense and Atcmic Energy Commis- 
sion programs. 

Regulation 1 contains the basi: 
rules of CMP while Regulation 3 
defines the preference status of de- 
livery orders. Regulation 4 covers 
the rules followed by distributois 
in making deliveries of controlled 
materials. Regulation 6 has been 
the basic regulation governing mo :t 
construction. Beginning July 1, it 
will be replaced by DMS Regulaticn 
2, which applies only to constru:- 
tion for defense purposes. 
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The pictures on this page show you how 
much better your car can look in Genuine Leather 


Genuine Leather Upholstery in this Chrysler 
Convertible is standard equipment. Manufac- 
turers of fine cars feel the Luxury of Leather is 
the finishing touch to their finest models. But 
its luxury actually costs not one cent! 





















nt aeons 


Genuine Leather Upholstery in the _ beauty that increases with age. . . but 
Pontiac Catalina is offered at no extra’ with rugged wear-and-tear resistance. 
cost on the Custom Model. You'll find — For leather is hard to tear... flame re- 
that leather pays off not only with _ sistant... is simple to clean. 


Time makes the heart grow fonder 
of Genuine Leather 








© OTHER automobile upholstery material 
N is so distinguished, and yet so practical 
as genuine leather. 

For nothing lasts like leather. It resists 
wear and tear . . . fading due to strong sun- 
light . . . and a damp cloth keeps it clean. 
Nothing feels like leather. It conforms to 
your body temperature in all weather... 
and it’s easy to “slide” on always. Then, of 
course, nothing else really looks like leather. 
For, like the finest silver, it develops a richly 
beautiful patina. It grows ever more beautiful 
with age and use. 

And the wonderful thing is that Genuine 
Leather imparts its luxury and practicality 
for nothing. For many of the above reasons, 
it costs you less to keep up. It also saves you 
the cost of slip covers and adds immeasurably 
to the trade-in worth of your car! 







Leather is used in the Nash Country Club as bolsters 
on seats...as a dashboard safety panel...and as trim. 
Leather is used not only for its distinguished looks, 
but because it lasts . .. because colors keep in leather 
for years...and because it looks even better with wear. 


Here’s how we’re helping you sell Genuine Leather upholstery 


Four-color ads, like the above, will soon be appearing at frequent intervals THE UPHOLSTERY LEATHER GROUP, INC. 
in many important consumer magazines. 141 East 44th Street, New York 17, N. Y. 


These ads will help you get the added profits that come from selling Genuine 
Leather upholstered automobiles. Use the sales points included in the copy of 


AMERICAN LEATHER MANUFACTURING CO., Newark, N. J. 
THE ASHTABULA HIDE & LEATHER CO., Ashtabula, Ohio 
BLANCHARD BROS. & LANE, Newark, N. J. 


these advertisements and you'll find leather sales easier than you ever EAGLE-OTTAWA LEATHER CO., Grand Haven, Michigan 


thought possible. 


GARDEN STATE TANNING INC., Pine Grove, Pa. 
THE LACKAWANNA LEATHER CO., Hackettstown, N. J. 
; : : RADEL LEATHER MANUFACTURING CO., Newark, N. J. 
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U.C. Dealers Squeezed _ 
As Prices, Sales Slide | 


(Continued 


upon us. Add to this the tightening 
of credit conditions by financing 


institutions and the rapid flow of | 


new cars into the market, and it is 

only logical to assume that dealers 

are faced with conditions not ex- 

perienced during the past decade.” 
* * + 


UTOMOTIVE NEWS’ index of 
wholesale used-car prices gives 
some indication of the inventory 
race dealers have 
been engaged in 
during the last 12 
months, In that 
period, the index 
of the average 
price of 1946- 
through-current 
models declined 
about $220. 
Unless dealers 
keep a reasonable 
inventory of cars 
on the lots, they 





Ray Hayward 
have no selection with which to 


sell. With sales being slow, inven- 
tory losses have been inevitable. 

And, the bigger the dealer, the 
greater is the potential for in- 
ventory losses. 

Whether July 4 will be a definite 
turning point to more rapid de- 
clines is a moot point. 

Some of the dealers replying to 
NUCDA’s survey indicated that 
they were anticipating a pickup in 
sales during the summer months. 

Used-car values were never bet- 
ter, they Point out, and it is un- 


Dealers Staging 
3 Driveaways 


Of Dodge Trucks 


DETROIT. — More than 400 new 
Dodge trucks and 14 states are in- 
volved in truck driveaways being 
staged at three Dodge truck mer- 
chandising centers in the south and 
midwest. 

Last week dealers from Tennes- 
see, Louisiana, Mississippi and 
Arkansas paid a two-day visit to 
Memphis, where they took drive- 
away delivery on more than 150 
units. While in Memphis they 
visited the recently opened mer- 
chandising center. The center, says 
Dodge, permits dealers in the four 
states to augment stocks they have 
and to give prompt delivery of 
practically any type of truck 
needed. 

Today (June 29) a similar pro- 
gram is being staged at Atlanta for 
dealers from Georgia, Florida, Ala- 
bama and Tennessee. They are 
driving away more than 150 new 
trucks. 

More than 100 new trucks will be 
driven tomorrow (June 30) from 
Kansas City by dealers from Mis- 
souri, Kansas, Colorado, New Mex- 
ico, Nebraska and Oklahoma. 

T. A. Tingle, regional manager of | 
the Dodge Memphis region, was 
host at a dinner for the dealers 
participating in that driveaway 
program. Luncheons are planned 
for the dealers at Atlanta and 
Kansas City. Host at Atlanta will 
be Lynn P. Jones, regional man- 
ager, while John E. Noll, regional 
manager at Kansas City, will be 
luncheon host there. 


Road Films 
Chevrolet’s TV Travelogs 
Are Subtle Ads 


DETROIT.—A series of 50-second 
travelogs, prepared by Chevrolet as 
television commercials, have pic- 
tured 52 reasons for Americans to 
use their autos. 


The more that people travel, 
Chevrolet figures, the more they’ll 
use autos. The novelty in Chevro- 
let’s approach in the capsuled 
travel films has been in dressing 
the message in engaging fashion. 

“American Harvest,” a longer in- 
stitutional film, has given millions 
an itch to travel. Similar results 
were obtained with Chevrolet’s 
“Road to Romance,” a three-min- 
ute movie series for use in com- 
mercial theaters. 


from Page 1) 


deniable that the supply is excel- 
lent, though a problem. 
* * * 


NOINCIDENTALLY, Martin H. 
Bury, head of Wilkie Buick in 
Philadelphia, and regarded by many 
as one of the most clear-thinking 
men in the dealer business, said 
the other day that now that car 
sales are spread pretty evenly over 
12 months of the year, there is no 
valid reason for reducing used-car 
inventories prior to July 4. 
“But,” he added, “dealers still 
do it. And we’re no exception.” 

The transition of the car from a 
pleasure to a utility vehicle should 
make milder the seasonable im- 
pacts on the market. 

In reporting on NUCDA’s survey, 
Hayward said that April sales were 
off 6 percent as against April, 1952, 
while nationwide inventories on 
May 1 showed a gain of nearly 4 
percent, 

The only area reporting a sales 
volume increase is in the Midwest- 
ern states. “However many of these 
dealers,” Hayward pointed out, “in- 
dicate more wholesale activity but 
a declining number of retail trans- 
actions.” 





* x * 


HE 11-state Western region re- 
ported a slight increase in sales 
—1 percent better than April last 
year. Inventories in this region were 
17 percent higher as against May 
1, 1952, a drop of 5 percent from 
the April 1 figures for this area. 
The survey shows that sales in 
the New England and Southern 
areas continue on a downward 
trend. Used-car stocks on New 
England dealer lots were 5 percent 
lower on May 1, compared with 
last year, while Southern states 





Tight Money Policy 
Is Eased by FRB 


WASHINGTON. —In a move 
to ease the tight money situa- 
tion, the Federal Reserve Board 
reduced last week the amount 
of funds it requires member 
banks to hold in reserve. 

It is estimated that the action 
increased the lending power of 
the nation’s commercial banks 
by $5,780,000,000. This was a re- 
versal of the board’s policy of 
the last two years in which it 
has steadily tightened the money 
supply. 








tallied inventories on a par with 
the previous year’s stocks. 

Here is the regional NUCDA 
breakdown: 

New England: Connecticut, Dela- 
ware, Maine, Massachusetts, New 
Hampshire, New Jersey, New York, 
Pennsylvania, Rhode Island and 
Vermont. Sales down 13 percent for 
April, 1953 as against April, 1952. 
Inventories for the same period 

| down 5 percent. 

Southern region: Alabama, Ar- 
kansas, Dist. of Columbia, Flor- 
ida, Georgia, Kentucky, Louisi- 
ana, Maryland, Mississippi, North 
Carolina, Oklahoma, South Caro- 
lina, Tennessee, Texas, Virginia 
and West Virginia. Sales down 
14 percent; inventories, no change. 
Midwest: Illinois, Indiana, Iowa, 
Kansas, Michigan, Minnesota, Mis- 

|souri, Nebraska, North Dakota, 
| Sales South Dakota, Wisconsin. 
Sales up 9 percent; inventories up 
8 percent. 
| Western region: Arizona, Cali- 
|fornia, Colorado, Idaho, Montana, 
| Nevada, New Mexico, Oregon, Utah, 
Washington, Wyoming. Sales up 1 
percent; inventories up 17 percent. 


Truck User Puts Frosting 


On Ford Celebration 

NEW YORK.— One of Ford’s 
largest truck customers, General 
Baking Co., helped Ford Motor Co. 
celebrate its 50th anniversary in the 
New York area by providing a 650- 
pound birthday cake as a gift to 
Ford employes for their “Family 
Day” party last week. 

The six-foot-long pastry treat 
was shipped by Ford truck from 
| Philadelphia to New York. 
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Ford Division Sales Executives Meet— 


L. D. Crusoe, general manager of the 


Ford division, and L. W. Smead, general 


sales manager, met with the division's top sales executives to map sales plans for 
the balance of 1953. Shown (in front row, from left) are C. E. Bowie, manager of 


product sales and service; P. O. 


Larson, Detroit, central regional sales manager; 


Crusoe; Smead; A. S. Hatch, San Francisco, western regional sales manager, and C. J. 


Sey er, manager of sales administration. Back row: C. G. Johnston, Chester, Pa., south. | 


eastern regional sales manager; C. R. Beacham, New York, northeastern regional 


sales manager; 


J. P. Roberts, Chicago, midwestern regional sales manager; |. B. 


Groves, Kansas City, southwestern regional sales manager, and F. J. McGinnis, man- 
ager « of advertising, sales promotion and training. 





UAW Pressures Officers 
Of Striking Warner Local 


‘(Continued from Page 2) 


liberalized. From now on, employes | 


minimum retirement age, he lost 


who retire after 10 or more years’ | his pension credits. 


service will receive a monthly pen- 
sion of not less than $1.75 multi- 
plied by the number of years of 
service, plus Social Security and 
any amount due from the company 
under its annuity program. 


Nash also agreed last week to 
a liberalized pension program of 
far-reaching nature. It had agreed 
on wage modifications earlier in 
the month. Under the revised plan 
at Nash, an employe with 10 or 
more years’ service can retire or 
change employment without in- 
curring any pension loss, Willys 
is the only other firm in the in- 
dustry with such a proviso. 

According to the new Nash terms, 
former employes with 10 or more 
years’ service will receive pro-rated 
pensions at 65—besides whatever 
pensions they may earn in subse- 
quent employment, plus Social Se- 
curity. 

The agreement also permits an 
employe to leave Nash after 35 
years’ service and still receive a full 
pension at age 65. Previously, if a 
worker quit before reaching the 


2 Dealer Aids 
Guilty of Fraud 
In Army Billing 


LOUISVILLE. — Two officials of 
L. J. Hannah & Co., Ine. (Dodge- 
Plymouth), were convicted by a 
Federal Court jury of conspiracy to 
falsify records of transactions with 
the Army. 

They are Frederick Huttman, 
vice-president, and Harry R. Lynn, 
secretary-treasurer. They were ac- 
cused, along with the company, of 
selling to the Army a variety of 
personal merchandise which was 
billed as automotive parts. The case 
against the firm is pending. 

Maj. Frederick Van Horn, of Fort 
Knox, and Mrs. Genevieve Cray- 
fort, of Louisville, a civilian em- 
ploye of the Army post, had been 
previously convicted on conspiracy 
charges in the case. 

Huttman and Lynn, in their de- 
fense, said the Army had suggested 
the procedure in order to get scarce 
equipment more rapidly than it 
could be obtained otherwise. 

Wood Hannah, president of the 
company, testified that the firm was 
ready to pay back any losses the 
Army had suffered through the 
transactions. He said he had the 
utmost confidence in Huttman and 
Lynn, 

Merchandise delivered to the 
Army and listed as auto equipment 
included lumber, cement, paint, 
pipe, ledger sheets, golf equipment, 
picnic basket, vanity case and 
radio. 


Charles F. Wood, assistant U. S. 
district attorney, argued that the 
irregular billing was authorized by 
Huttman and Lynn to increase 
profits of the Hannah firm. 

Defense attorneys have made a 
motion for a new trial. Both de- 
fendants had their bond of $1,000 
continued. 


* * 

HE National Labor Relations 

Board last week ordered Cruse 
Motors, Inc., Providence, R. I., to 
bargain with the AFL Machinists 
as representative of mechanics, 
body men, painters and stock clerks. 
The board dismissed a complaint 
alleging that Cruse had quizzed 
employes concerning their attitudes 
toward collective bargaining. 

The NLRB also ordered George 
W. Browne, Inc., Milwaukee, to 
bargain upon request with the CIO 
United Automobile Salesmen. 

In other actions, thee NLRB 
scheduled an election at Litch- 
field Truck Sales & Service, Eau 
Claire, Wis., for mechanics, parts 
men and service department em- 
ployes to determine bargaining 
rights of AFL Machinists; and 
certified an election of service 
employes of Kohlenberg Buick, 
Inc., Tuckahoe, N. Y. Kohlenberg 
workers voted 22 to 9 in favor of 
the UAW. 

In Oshawa, Ont., the UAW said 
it would protest a layoff of 500 
workers on the General Motors 
truck line on the grounds that car- 
line workers are on an overtime 
basis in meeting production sched- 
ules. 

The truck workers were laid off 
when GM eliminated one truck 

shift. The union wants the laid-off 
workers absorbed on the car line. 
GM says this is impossible because 
the line is now working at capacity 
and more men could not be ab- 
sorbed. 
7 a e 


Toledo Mechanics 


Settle for 12 Cents 


TOLEDO.—A 13-day strike by 
454 auto mechanics against 33 deal- 
ers was settled last week. 

Settlement was reached by AFL 
Machinists and the Toledo Automo- 
bile Dealers Assn. The strikers were 
to return to work as soon as the 
final draft of the agreement was 
signed. 

Edward Trepinski, association 
secretary, said an increase of 12 
cents an hour on wage minimums 
and approval of a plan to set up 
new-car departments were the 
basis for agreement. Dealers 
wanted the latter. The union had 
sought 15 cents. 





Munn 


(Continued from Page 3) 

by constructive merchandising 
methods. 

Just why there should be dealers, 
who base their hopes on long used- 
car allowances, has never been 
quite clear. We need no opportun- 
ists in this great field. We can’t 
continue for long to move the ne- 
cessary volume on the price basis 
and still remain in business. 

So, as we enter this competitive 
market, shouldn’t factories and 
dealers alike bring to bear sound 
merchandising methods. Methods 
that will treat all customers alike. 
Selling methods that match the out- 
standing value of the merchandise 
and the service we offer. As an in- 
dustry, we must continue to remain 
the shining example of manufac- 
turing and selling. 








Letter to Salesmen 
By John O. Munn 


Dear Son: 


AUTOMOBILE SALES- 
MEN have one advantage 
that no other salesmen en- 

joy — they can 


my determine in ad- 
series Vance, without a 
hundred personal 

contacts, where logical 


prospects are located. There 
is no registration list avail- 
able for clothing salesmen 
showing the number of 
suits a man owns or how 
old they are. 

Nor can an _ insurance 
salesman determine who 
has adequate protection, 
without hundreds of per- 


sonal contacts. 

The streets of any city will 
furnish automobile salesmen 
with the desired information. 
Any wornout car, setting at 
the curbstone or in the park- 
ing lot, identifies an owner 
who needs a new car. Every 
automobile has its owner’s 
name and address on the car 
in the form of a license plate. 


Although the law requir- 
ing cars to be licensed was 
not passed for the benefit 
of salesmen, it certainly 
plays into their hands. A 
city directory gives a lot of 
information about the own- 
er of that old car that the 
salesman needs. It tells him 
if the owner is married, 
if he is gainfully employed. 


FROM THERE on a 
salesman’s job is to create 
the desire for a new car or 
a better used one. The way 
to create a desire is to com- 
pare the old one with a 
new or a better used one. 
There are many strong mo- 
tives to which a salesman 
can appeal. One is safety. 
No one likes a car with 
worn tires, poor brakes, 
bad mechanical condition or 
a dilapidated appearance. 

Another is pride. People 
buy better merchandise to 
elevate their friend’s and 
neighbor’s impressions of 


them. 

A prospect that a salesman 
develops is not a shopper. He 
is the salesman’s prospect 
when he realizes that, with his 
old car and his income, he can 
have a new one or a better 
used one on payments that he 
can conveniently make. The 
prospect who comes on his 
own volition usually makes his 
wants known to many. Then 
the bidding for the used car 
starts. Such prospects are dif- 
ficult to sell at a profit. 


Insurance companies 
would starve to death, if 
they waited for people to 
come in. More than five 
million new cars will be 
sold this year and many 
more million used cars. 
Getting to the prospect 
ahead of competition is im- 
portant. It assures the ag- 
gressive salesman, who 
does so, the kind of com- 
missions he deserves—big 
ones. 

Automobile sales will be 
competitive this year so 
salesmen must realize that 
the old adage, “Everything 
comes to him who waits,” 
is intended for the under- 
taker and not for a go-get- 
ter automobile salesman. 

Cordially yours 


Dad 
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OLDSMOBILE DEALERS EVERYWHERE 
REPORT ROCKETING SUCCESS OF NEW 





"DOUBLE DATE’ DEMONSTRATION DRIVE! 


“WE'RE DOUBLE-DATING EVERY DAY!” 
@ MIAMI, FLORIDA 


““DOUBLE-DATING DOUBLED MY PROSPECTS!” 
@ DENVER, COLORADO gi” 


“MORE PEOPLE RIDING ‘ROCKETS’ THAN EVER!” 
@ SANDUSKY, OHIO - 


“NEW DRIVE KEEPS MY SALESMEN WORKING ON-THE-DOUBLE!” 
“@ LOS ANGELES, CALIFORNIA 


“DOUBLE-FEATURE PROGRAM HUGE SUCCESS!” 
@ BOSTON, MASSACHUSETTS 





yo of HER TOO! 








OLDSMOBILE DIVISION - GENERAL MOTORS CORPORATION 








Every indication points to one fact— 
this will be a record “Rocket” year! 
“Rocket” demand and “Rocket” 
popularity are now at an all-time 
high! And the new “Double-Date” 
demonstration drive . . . aimed at men 
and women alike . . . is really doing 
its part in building this great 
enthusiasm for Oldsmobile. Dealers 
everywhere are selling the double- 
appeal of Oldsmobile . . . “Rocket” 
Engine Power and Hydra-Matic 
Super Drive . . . Power Steering 

and Power Brakes . . . Power Styling 
and Power-Ride Chassis! These 

are the reasons behind the “Rocket’s” 
outstanding record! This is why 
Oldsmobile dealers are more 
convinced than ever—lIt’s 


SMART to BE with OLDS! 





LANSING, MICHIGAN 
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AUTOMOTIVE WASHINGTON 
Federal-State Partition 
In Tax Field Urged 


By William Ullman 


Washington Correspondent 





DDRESSING the recent national conference on Federal-| 
state relations, Roswell Magill, former undersecretary | 

of the Treasury and now president of the Tax Foundation, 
suggested the allocation of tax sources on the following ’ 
exclusive basis: ee ee | Mr. Secretary Buys an Automobile— 


states because they are generally 
Income taxes: To the Fed-| imposed for local 
eral Government because it 


purposes. 

could not survive without : te ee aoe 
them in the face of its heavy re- because the tax is| 
sponsibilities. local in character. 

Inheritance taxes: To the state) 
because they control the transfer 
of property from the dead to the 
living. 

Retail sales tax: To the states} 
because they are imposed at the | 
local level. Gasoline taxes: To the | 








the Federal Gov-| problem. » '* 
ernment because | 
it has better ad-| 7 
ministrative ma-| @lignment, Federal and State gov- 


chinery. ernments would break about even. | 








William Uliman 





than all other makes combined are used for 


HYDRAULIC POWER STEERING 


People who look for 





quality look to 


MICKERS 





As the sleek modern automobiles roll over the highway, more 
and more of them have hydraulic power steering. Power 
Steering has caught the interest of all motorists. Demand for it 
is rocketing. 

More Vickers Pumps are used for hydraulic power steering 

than all other makes combined because Vickers pumps have 
the quality and characteristics needed. 
‘ Vickers, with more than 25 years experience in building 
hydraulic pumps of all kinds (including those for power steering 
heavy vehicles) was ready with the right pump. Hydraulic 
balance eliminates pressure-induced bearing loads. Pressure 
compensation maintains optimum running clearances. The result 
is high operating efficiency, and exceptionally long life with a 
minimum of attention required. They deliver ample power 
over a very wide range of operating speeds. 


Tae SO SE d ) 


hydraulic power 


make sure your 


vehicles have... 


MiIcKERS 


Hydraulic Pumps 


6415 


ICKER$ incorporated 


DIVISION OF THE SPERRY CORPORATION 


1532 OAKMAN BLVD. * DETROIT 32, MICH. 





Buying a car for Ezra T. Benson, secretary of agriculture (second from right), is 
a family affair. On hand to greet the Cabinet member and his family when they 
stopped off in South Bend to take delivery of a Studebaker four-door sedan, 
purchased in Salt Lake City from Grant E. Hayes Co., was Harold S. Vance, president 
of Studebaker (right). Standing at the left are Benson's daughters and Mrs. Benson. 


Liquor and to-|taxes: To the states because un-| billion in revenue and receive about 
bacco taxes: To|}employment is more nearly a local | the same amount in return. 
| 


Magill said that under such an| Officials Challenged 

ON McCLAUGHERTY, 
dent of the American Assn. of 
Unemployment! Each side would give up about $2.75 Motor Vehicle Administrators, be- 


ICKERS$ Pumps 








lieves that motor vehicle officials, 
faced with many new problens 
growing out of the great postw:r 
increase in traffic volume, shou d 
be more aggressive and militant in 
carrying out their tasks. 

His viewpoint, surely of inter 
est to the automotive industr) 
and trade and to all who owr 
and operate motor cars, is se’ 
forth in the following excerpts 
from a recent speech here. 

“Tt seems self-evident that to pre - 
pare for the responsibilities thet 
lie ahead of us we will have to 
adopt an attitude of complete rea:- 
ism. We have in years past per- 
formed well at working together in 
close harmony, both through 
AAMVA and informally among our- 
selves. We must do better. 

“Now that we are destined to be- 
come even more important cogs in 


|the national transportation system 


| 
| 


we must begin to think in broader 
terms, to make decisions with an 
eye to the national need, to resist 
local pressures where they inter- 
fere with accepted national stand- 
ards, bearing in mind always that 
a short-sighted decision in Minne- 
sota or Louisiana can very easily 
create inequities and dislocations 
which will have a serious influence 
on motor vehicle transportation in 


Maine or California. 
* ~ * 


Cooperation Needed 


“THE situation we face suggests 

also that we must work even 
more closely with other public of- 
ficials in allied activities and with 
those business and commercial in- 
terests that supply the lifeblood of 
travel facilities to the nation’s high- 
way arteries. 

“We must stand ready to ac- 
cept the best advice of the best 
informed issues more rapidly 
than in the past, simply because 
the luxury of delay may be more 
than we can afford in the future. 
Our reputation will probably be 
made by the speed and foresight 
demonstrated by our deeds, or it 
will be damaged by our failure to 
seize our responsibilities by the 
forelock and discharge them. 
“In the past, some of our pro- 
grams have been delayed through 
the reluctance of administrators to 
assert themselves in their jurisdic- 
tions demand a voice and influ- 
ence at least equal to the burdens 
they must bear. After all, why are 
we in this activity? In the main, 
ours is a chosen profession. No ad- 
ministrator will ever get rich on 
the job, and few of us will ever 
win popularity contests. But most 
of us are attracted by the challenge 
of an activity that is a cornerstone 
of our national safety and economic 


| well-being. 


“We cannot, therefore, shrink 


|\from the decisions we must make. 


We have chosen the right to make 
them, and can justify our choice 
only through progressive achieve- 
ment. More militancy, then, is 
called for, and a great willingness 
to sacrifice a little here or there 
in order to gain a lot in the long 


run.” 
* o * 


Safety Work Emphasized 


RESIDENT EISENHOWER last 

week called upon Secretary of 
Labor Martin P. Durkin to intensi- 
fy the work of the President’s Con- 
ference on Occupational Safety, a 
voluntary organization of top lead- 
ers from American business, labor, 
insurance companies, education, 
State and Federal agencies and 
private safety groups devoted to 
reducing accidents in the nation’s 
work-places. 

He wrote: “An annual toll of 
15,000 deaths and 2,000,000 injur- 
ies occurring in the course of em- 
ployment is an economic and so- 
cial waste we cannot afford. Such 
injuries mean a loss to the worker 
in health and earning power, to 
the employer in lower production 
and higher operating costs and 
to the nation in manpower skills. 

“Management, labor and public 
and private agencies share an obli- 
gation to safeguard their fellow 
citizens employed in the work- 
places of the nation. It is appropri- 
ate that the Federal Governmert 
provide a means of bringing to- 
gether these vast resources to curb 
accidents to workers.” 

The Chief Executive also e«- 
pressed the hope that states havi: g 
basic authority over the health ard 
safety of workers “will be stim - 
lated to quicken and extend simi’ ir 
endeavors.” 

Durkin will serve as generil 
chairman of the conference. 
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Newest sales-poin 


...tops that keep their good looks 
for years +»: wes a cee 


CLEANED 
SOAP OR DETERGENT WITH MiLD 





t for convertibles 


HORLON” EV 
S LONGER THA 
LOOK “OR “a 
5 ITS LUSTROUS Good LON” MAKES POSSIBLE Tops THAT HOLD SAVE TOPS FROM STRETCHING 
oR A LONG: * AND SHRINKIN 
ESISTAN 
“ORLON” IS HIGHLY R . 
THE SUN TNES 
fn WeAKmen® HFS” ‘ ytes TO a NENOWERING “ORLON” HELPS HOLD DOWN EXCESSIVE BALLOONING 
HORLON” CONTR RAISING an AT HIGH SPEEDS 
even AF R REPEA ET 


*Tops of “Orlon,” tested in the contrasting climates of Texas 
and New England, are still in good condition after 3 years. 


made of sun-resistant, 








weather-resistant 


Tops of ‘‘Orlon”’ acrylic fiber can give you the hardest hit- 
ting sales story you’ve had for convertibles since the push- 
button top! 

First, you can sell durability. The performance story of 
these new tops of ‘‘Orlon” is remarkable. They’re resist- 
ant to the weakening effects of the sun. In resisting sun- 
light, they overcome the chief cause of convertible-top 
failure. They’ll stand years of continual exposure without 
appreciable damage... . last a long time. 

And you can sell good looks, too. These tops of ‘‘Orlon”’ 
are not only durable; they also stay neat-looking for a 
long, long time. Your customers will find they’re easy 
to clean, they keep their lustrous looks, are always smooth, 


Du Pont ORLON 


even after repeated raising and lowering. 

Tops of ‘“Orlon” are already optional equipment on 
some automobile manufacturers’ convertibles. Find out 
when these new tops will be available on the cars you sell. 
Ask about tops of “‘Orlon’’. . . tops that make convertibles 
easier to sell. 

NOTE: Tops of ‘‘Orlon” are not limited to the new-car 
field. You can arrange to have them installed on con- 
vertibles your customers are driving right now. These re- 
placement jobs carry a profitable mark-up for you and 
your installer. Call your installation shop about these new 
tops now! E. I. du Pont de Nemours & Co. (Inc.), Wil- 
mington 98, Delaware. 


® 
T ORLON is Du Pont’s trade-mark 
QU POND ( mR L¢ NI for its acrylic fiber. 


REG. U.S. paT.OFF. 


ACRYLIC FIBER 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 








ONDER whether I'll ever get 
over the lure of the “smell” of 


a newspaper office ... the fasci- 
nation of the clatter of the Lino- 
type machines and the 


rhythmic hum (it’s no longer a 
“clunk”) of the giant presses. Not 
a chance, I hope, It’s in the blood. 

My mother’s favorite brother, 

Frank Griffin, started one of the 
first newspapers west of Kansas 
City, at Maryville, Mo. in the 
border days. That’s how she taught 
me to read. 

When I was a kid, peddling 
papers in the little town where I 
was born, one of the important 
citizens was always waiting for 
the New York Sun. He never got 
it until I had read every line... 
sitting on the curb, Frank 
O'Malley, the reporter who wrote 
those human interest feature 
stories, was my hero. He took me 
away from that sawmill town 
into the Jefferson: Market Police 
Court ... over to Jack’s; on 
Sixth Ave. ... into the old Madi- 
son Square Garden . . . intro- 
duced me to Gyp the Blood and 
many other characters long be- 
fore my first visit to New York. 
Then, after I had worked my 
way through high school and 
college as a reporter, and had en- 
tered the advertising business with 
National Cash Register Co, (be- 
cause John H, Patterson had heard 
I was a good newspaperman), I 
began to understand what Adolph 
Ochs had accomplished in building 
that monument to newspaper in- 
tegrity ... the New York Times. 


* * * 


Thrill of a Lifetime 
H® HAD come up from Chatta- 
nooga in the early nineties, 

with an IDEA. He was determined 
to publish a newspaper that con- 
tained “All the News That’s Fit To 
Print.” Throughout the years, that 
is exactly what has been done. 
Pulitzer was then dominating the 
field with the World. Hearst was 
soon to appear. There was never a 
yellow line in the Times. Before 
long, the Times became a “must” 
on every legitimate advertiser’s list. 

Nothing that ever happened in 
the automobile business, with 
which I was associated for 26 
years, has ever brought the thrill 
that I got one morning in 1906 
when I was holding down the 
graveyard shift on the Cleveland 
Press, where I was an assistant 
“on the desk.” I was waiting for 
a promised friendly tip from an 
Associated Press operator, over 
in the Rockefeller Bldg., with 
whom I chatted at dull moments 
during the night. He had said, 
“Must be something big doing in 
San Francisco. The main wires 
must be down, Someone at Alca- 
traz is anxious to get New York. 
Pll call you if I get anything.” 

It was the San Francisco earth- 
quake and fire. 

When he gave me the flash, I 


routed out the whole staff ... edi- 
torial and mechanical . . . and the 
Scripps-McRae paper, the Press, 


“beat” the Associated Press news- 
papers to the Public Square. That 
was a triumph in those days. Still 


Latter-Day Hero 
New Time magazine has revealed 
to me another subject for adu- 
lation. His name is Ted Bernstein, 
assistant managing editor of the 
New York Times, who two years 
ago started to liven up what Time 
calls “the nation’s No. 1 news- 
paper.” 

Bernstein has started a “lively, 
irreverent house organ” which 
goes to that massive staff (20 
editors ... 600 reporters ... 80 
copy editors). It is called Win- 
ners & Sinners. In this “bulletin 
of second guessing,” Bernstein 


oe ~ 


| the 


| Magazine. 
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of IDEAS is moving even faster 


raps the staffers when they are 
than the coronation came over tele- 


heavy handed, sloppy or inac- 





curate (without mentioning | Vision. We haven’t the time for 


| pompous phrases, nor the patience 
. ‘ : for even split infinitives. Lay it on 
they are bright (mentioning the line in language that they will 
BAERS). |understand. Hats off to Ted Bern- 
“The Times,” says Bernstein, | stein! 


names) and cheers them when 





|“doesn’t have to be dull just be-| 


cause it is the Times.” So, what Fi Changes N i 

wise guys used to call “The |, ae vn 

Good Gray Times” is becoming| lo ‘Tasco Products’ 

“The Good Gay Times,” says Time} NEW YORK.—The new corporate 

;name of Tasco Products, Inc., has 
P.S.: Course, I’d never pose as| been adopted by Automotive 

the great Brander Mathews or the Specialty Corp., for 35 years manu- 

eminent Thesaurus ... but I can/facturer of ignition parts bearing 

tell every newspaper writer and|the trademark “Tasco.” 

every advertising copy writer that} The change is part of an over-all 

he might learn something if he} expansion program and is intended 


could get on Ted Bernstein’s list | to provide wider use of the “Tasco” 
for Winners & Sinners. The world! name. 


NO ANNOYING ORANGE PEEL 
MORE PAINT JOBS 
ASK YOUR R-M JOBBER! 











| Police Direct Open House ‘Traffic’ — 

When Packard Orlando Motors in Orlando, Fla., opened its new building, some 
| 6,500 persons jammed the showroom within 21/2 hours, according to James M. Trotter, 
| president, so that police had to assign special officers to handle the crowds. Door 
| prizes helped attract visitors to the open house. 





Wondering how used-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year 





New Fast Drying Combination 
requires NO EXTRA EQUIPMENT! 


PER DAY! 




















Auto Market Reports oe 


Milwaukee 

Milwaukee dealers continued to 
sell new cars at a near-record rate 
n May. 

They sold 3,670 units during the 
month, 1,036 more than in May a 
year ago. The only higher turn- 
over was in May, 1951. 

Used cars, while cheaper than 
they were earlier in the year, have 
begun to back up on the lots and 
banks, and finance companies have 


RINSHED-MASON Co. 


Sales Conditions in 


tightened installment credit. 

New-car sales have been heavy 

throughout Wisconsin, with 12,748 
sold in the state during May, a gain 
of 3,483 over May of 1952. New-car 
sales in Milwuakee for the year to 
date are running 35 percent ahead 
of last year. Sales for the state are 
up 31 percent over 1952. 

Sales in Milwaukee so far this 
year are: Chevrolet, 3,110; Ford, 
2,560; Plymouth, 1,447; Buick, 
1,306; Oldsmobile, 1,154; Pontiac, 
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Various Areas... 


|basis are: Chevrolet, 12,146; Ford, 
8,151; Plymouth, 5,424; Buick, 4,661; 
Pontiac, 3,709; Nash, 3,476; Olds- 
mobile, 3,238; Dodge, 2,644; 
|cury, 2,117; Studebaker, 1,834; | 


| Chrysler, 1,478; DeSoto, 1,219; Cadil- 
lac, 863; Packard, 792; Hudson, 781; 
| Willys, 420; Kaiser and Henry J, 
333; Lincoln, 250, and Miscellaneous, 
118.--(John E. Hubel.) 


Ottawa 


Dealers’ business throughout 


oon — — roe nt ae |Canada is running 21 percent 

Mercury, i eee aan: Cadi. |higher than last year, according 

oe fain o76: Hudson, |t®° Government statistics. Biggest 
9 , , , ’ 


gains have been noted in the mari- 
time provinces. 

In Ottawa, some dealers have 
increased their unit volume by 
soliciting deals involving tradeins 
of °46 to 49 models to step up 
sales of ’51s and ’52s. One dealer 
reports he is not making any 
money on the tradeins them- 


213; Willys, 112; Kaiser and 
Henry J, 98; Lincoln, 82, and Mis- 
cellaneous, 43. | 
Sales for the year on a statewide 





Mer- 


5935 MILFORD AVENUE, DETROIT 10, MICHIGAN 





1244 N. LEMON STREET, ANAHEIM, CALIFORNIA 
In Canada: Standard Paint & Varnish Co., Ltd., Windsor, Ont. 
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selves, but is chalking up an 
over-all profit on the business. 

In contrast to May sales, when 
dealers were promoting business 
by offering $100 or more discount 
if no tradein was involved, more 
and more dealers are swinging to 
a policy of asking for trades.—(M. 
L. Schwartz.) 


* * 2 





Indianapolis 


Although new-car sales in Marion 
county in May barely equaled 
April’s sales, they were well ahead 
of the corresponding month last 
year. May sales this year totaled 
2,947 units by the county’s 
franchised dealers, compared with 
2,920 last month. Last year May 
sales were 2,287 units. 


So far this year new-car dealers 
have delivered 12,103 units. Last 
year at the end of May 31, the 
total stood at 9,156 units, 


Dealers had anticipated greater 
gains for May and possibly for 
June as well, Used-car stocks, how- 
ever, moved rather slowly. 


Chevrolet still holds the sales 
lead with the delivery of 764 units 
in May for a total for the year of 
2,984 units. Despite the shortage of 
cars in the latter half of the month, 
Ford got out 509 new units to bring 
its total to 2,231 new units for the 
year. 


Plymouth occupies its usual third 
place, with delivery of 285 units to 
build up a total for the year of 1,- 
461 urits. Pontiac continues to hold 
fourth place over Buick in a nip- 
and-tuck contest. Last month Pon- 
tiac sold 255 units, compared with 
Buick’s 217 new units. For the first 
five months the totals stand: Pon- 
tiac 891 and Buick 849. 


Packard continues to show im- 
pressive gains, with the delivery 
fast month of 78 units. A year ago 
14 units were sold in the county. 


Other new car sales last month 
includes Cadillac 62; Chrysler, 62; 
DeSoto, 51; Dodge, 57; Henry J, 7; 
Hillman, 1; Hudson, 26; Jaguar, 1; 
Kaiser, 10; Lincoln, 27; M.G., 3; 
| Mercury, 110; Nash, 122; Oldsmo- 
bile, 178; Studebaker, 95; Volks- 
wagen, 1, and Willys, 26. 

In the new-truck department, 
Chevrolet sold 109 new units in 
May to increase its standing for 
the year to 451 new units. Ford and 
| International tied with 42 sales, and 
|now have a standing of 260 units 
and 180 units, respectively. Divco 
got one sale last month; Dodge, 
19; GMC, 6; Mack, 1; Plymouth, 1; 
Reo, 2; Studebaker, 2; White, 7 
and Willys, 3—(C. L. Kern.) 


e * 


Charleston, W. Va. 


| Demand is still strong here for 
|new cars, but the number of pros- 
| pects and “lookers” is dwindling. 


Dealers report virtually no re- 
| sistance to one-third down and 24 
| months to pay on the part of new- 
|car buyers. Less than 5 percent of 
|the deals, they say, are lost be- 
|cause of down-payment require- 
| ments. 


Fewer dealers are wholesaling 
used cars and some are importing. 
Repossessions are running below 
the prewar rate. Employment in 
this highly industrialized area is 
normal except for coal miners. 
They are working less than half 
the normal number of hours and 
their purchasing of used cars is 
estimated down 75 percent. 

Accessories are selected with 
more care and volume is down, 
dealers say, but service business is 
normal. 

Registration of the top eight 
sellers for the first five months 
follows: 

Chevrolet, 648; Ford, 454; Plym- 
outh, 395; Dodge, 348; Buick, 238; 








Pontiac, 172; Mercury, 130; and 
Olds, 114.—(L. H. Houck.) 
. * © 
Syracuse 


New-car sales in the Syracuse 
area during the first four months 
of 1953 totaled 4,411, compared with 
3,248 in the corresponding 1952 
period, according to the Automobile 
Dealers Assn. of Syracuse. 

New-truck sales for the first four 
months of the year also were 
higher, totaling 361 compared with 
270 in the 1952 period. 

The figures include sales in Syra- 
cuse and the towns of Onondaga 
County.— (George E. Toles.) 








College Honors Pontiac's Critchfield— 

An honorary Doctor of Laws degree has been conferred upon Robert M. Critchfield | 
(right), general manager of Pontiac, by Harold W. Richardson (left), president of 
Franklin College, Franklin, Ind. His diploma hailed Critchfield “as a successful 
businessman and creative engineer who has given freely of his talents to social and 





educational advancement." In the center is Mrs. Critchfield. 


NOW YOU CAN AFFORD 
TO MECHANIZE YOUR 
CUSTOMER RECORDS AND 
SAVE MONTH-END RUSH 
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Dealer Business Counsel 


Dressed-U p and Promoted Parts Department 
Makes Profits Jump Ahead 


By J. B. Van Tassel 


Dealer Business Counsel 


N MOST dealerships you will find 
an easily accessible entrance to 


| both new and used-car departments 


and the service department, but in 
order for customers to buy parts 
and accessories 
they often have 
to go through one 


of the other de- 
partments. 
Yet, in many 


dealerships you 
will find desirable 
floor-space front- 
age cluttered up 
with a lot of parts 
bins displayed 
end-to-end in the 
street - frontage J. B. Van Tassel 
window, with no entrance to the 
stockroom except through some 
other department. 

Aside from the value of an en- 
trance to the stock room from the 
street, it would seem to me that the 





bins could be rearranged so that 
the display of parts and accessor- 
ies in the bins at least could be 
seen from the street. 


Again, one of the most powerful | 


selling tools is “display.” That’s 
|why we constantly keep new and 
}used cars on display and both you 
jand I know that merchandise on 
display sells best. 


= + * 


|Turnover Pays 


ie sure way to make a maxi- 
mum profit in this business is 
|to turn the sales and profit dollar 
as many times a year as you can. 
|For example, a part that costs you 
|$10 and sells for $12 will produce 
a $2 gross profit if turned once a 
year, but the same part turned 10 
times a year will produce a $20 
gross profit. 

A few short years ago the stock 
| room was just a hole in the wall 





NEW DESCRIPTIVE MACHINE 
MEETS NEEDS OF 
AUTOMOTIVE DEALERS AT 
THE LOWEST POSSIBLE COST 





Remington Rand announces a new 
LOW-COST bookkeeping machine... 





Today's best buy for clerical savings 


Complete customer records are produced 
by a high-speed, one-posting method. 
Each charge or credit is simultaneously 
entered on Custamer’s Statement, Ledger 
and Journal, bringing all records up-to- 
date, with perfect agreement of entries. 


You get an automatically computed 
new account balance for each posting. 
Five or more totals are available for com- 
plete daily proof and control. Your books 
are always in balance, making month- 
end reconciliation easy. 

This mechanized bookkeeping method 


eliminates rush and overtime. Statements 
go out on time, speeding collections and 


improving customer relations. 


The typewriter keyboard permits full 
identification of all entries at touch- 
method speed. You get neat, itemized 
statements . . . auditing and cross refer- 
ence is simplified. And you can head up 
new forms right on the machine. 


These same machine methods may be 
applied to purchase ledger records, car 
inventory, cost records, etc. All figures 
can be available for the financial state- 
ment and other vital operating records 
immediately after posting for the last 
day of the month. 


All the basic money-saving advantages 
of a top-price descriptive machine — now 
yours for a fraction of the usual cost. 








SEE HOW IT SOON PAYS FOR ITSELF... 
Call for a demonstration at your local 
Business Equipment Center, or write 
for folder AB-664 from Management 
Controls Reference Library, Room 
2794, 315 Fourth Ave., New York 10. 


HRemington. Fland. 


PROFIT-BUILDING 


IDEAS FOR BUSINESS 





and was considered one of the 
| necessary evils in this business. 
| It was usually an unsightly setup 
| and was pretty much in a spot 
where no one was likely to see 
much of it. In fact, most dealers 
were ashamed of the broken- 
down wooden bins and sloppy 
manner in which the old iron was 
kicked around, 

Today all this has been changed 
In many dealerships I have see 
recently, the stock room is th: 
most attractive and best located 
department in the place, with mod 
ernistic and streamlined equipment 
indirect lighting, immaculatel; 
dressed salesmen, beautiful displays 
land everything from soup to nuts 
| for sale. 


* * * 
| Soliciting Business 
OME retail dealers now have 


salesmen on the outside solic 
iting the business of the independ 
ent trade in their local areas. In 
the larger parts operation, it is not 
|}uncommon to find a specialist | 
working on market and price re- 
|search and many other stock room 
merchandise surveys. In fact, this 
department has been one of the 
most productive and profitable in 
the business. It is the most profit- 
able from the standpoint of per- 
| centage of net profit of department 
sales. 

For the past three years the 
wholesale value of replacement 
parts and accessories sales nation- 
ally has averaged better than $2.4 
billion. The parts business is big 
; business and you can get your 
|share on a profitable basis if you 
Es to make a business out of it 


rather than handle it as just a 
sideline. 

(Any questions you may have 
concerning dealer business man- 
agement will be gladly answered 
by J. B. Van Tassel, care of 
AUTOMOTIVE NEws.) 


McAleer Polishes 
Return Home 


DETROIT.—The McAleer line of 
car polishes and chemical special- 
ties is back in the hands of its 
original owner, C. 
H. McAleer, 
president of De- 
troit Chemical 
Specialties, Inc. 

A complete line 


of McAleer prod- 
ucts, including 
liquid polishes, 
waxes, rubbing 
compound and 
other chemical 
specialties, will be 
sold _ nationally 
through distributors and jobbers, 
the executive said. 

McAleer Mfg. Co. was organized 
30 years ago to supply car manu- 
facturers with lacquer rubbing 
compounds. After building up a 
network of 1,200 distributors, Mc- 
Aleer sold his interests in 1940. 

In 1946 he founded Detroit 
Chemical Specialties with the “De- 
troit” line of products. The com- 
pany will continue both lines. 





C, HM, McAleer 


Watson Gets Charter 


Watson Chevrolet, Hillsboro, O., 
has been granted a charter by the 
secretary of state. 








ey 
Joining in Celebration— 


What is believed to be the largest « ni- 
vas 
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mated neon sign in the southwest 
built by Dallas district Ford dealers ind 
was turned on by Mayor R. L. Thor: ton 
|last week to celebrate the 50th oni- 
| versary of Ford Motor Co. The sign i 33 
| feet high and 62 feet wide. 


re ee 





OLDSMOBILE 


ORIGINAL 


CUSTOM REAR CONVERSION CADILLAC 





Choice of the Car Manufacturers 


KF = 
> - nT ° . . . . . 
wees Looking into the future, automotive designers see an ever-increasing demand 
PONTIAC 


for the H-W Continental... a prominent feature in car-of-tomorrow styling. But don’t 
overlook the tremendous sales possibilities of today! Designed for practically all makes 





of cars, this impressive Custom Rear Conversion adds the distinctive continental styling 


which appeals instantly to a large percentage of ’53 buyers. And it’s not just a 


* Pat. No. 2553686 


decorative item, but truly a functional accessory which becomes an integral part 
of the body . . . blending beautifully with any car’s lines . . . adding a new rear perspective 
of classical distinction. Several practical, useful features provide the final clinchers for 
many sales. Recently advertised in The Saturday Evening Post, the H-W Continental is drawing 
more sales interest and inquiries than we ever thought possible. Take advantage 
of the great opportunity it offers. Ask your parts jobber or write, wire or phone... 


HUDELSON-WHITEBONE CO. 


522 North Hickory St., Champaign, Illinois 


950 Van Ness Ave., San Francisco 9, California 


Left—another interesting H-W Continental 
“car of tomorrow” by Richard Arbib, 
one of our prominent associate designers. 
Beautiful 9x12” prints, suitable for 
framing, are available to established 
dealers without cost. Limited 
quantity. Write for yours now. 
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To provide employes with a et 
ter understanding of pension plans, | 
a new booklet, “Your Funded Pen- | 


check of New York area garages} 
| and service establishments by Per- | 


sion Plan” has been published by matex Co., Inc., 1720 Ave. Y, Brook- 
the Employe Benefit Plan Review, |lyn 35, N. Y. 
166 W. Jackson Blvd., Chicago. According to Permatex,  tests| 


Sample copies are available to em- 
ployers. 


made using a “Solvo-Rust” solution 
developed by the Company showed 
that loosening of seized and cor- 
roded bolts, particularly on under- 
chassis sections and assemblies, 
was accomplished from 10 to 20 


moving solvent was applied. 
*. * * 


Sales Role of Luggage 


Described by Book 


The help modern luggage and 
stock cases give salesmen is de- 
scribed and illustrated in a book, 
“A New Selling Approach,” pub- 
lished by Winship Co., Inc. 

For a free copy, write Winship 
Co., Inc., 319 Oriskany St., Utica, 


N. Y. 
* * * 


AUTOMATIC STARTER—Starta-Matic, for 
cars equipped with Hydra-Matic, Dynaflow 
or Fordomatic, eliminates the button or 
ignition key starter switch. It is said to 
allow quicker starting without gear clash 
and quicker shifting to drive position. 
Safety Devices Co., 
Milwaukee 3, Wis. 

ok 





TIRE SPREADER—Spred-lok has a 10- 
inch frame which will take any car tire, 
says the maker. Weight is three pounds. 
Lummis Mfg. Co., 2242 E. Foothill Bivd., 
Pasadena 8, Calif. 





* * 


CRANKSHAFT STRAIGHTENER — It fea- 
tures a horizontal frame, with an under- 
slung hydraulic pump and cylinder. Pres- 
sure on the main bearings is exerted until 
the dial indicator shows that the shaft has 
been aligned at each successive main 
bearing. Lempco Products, Inc., 5490 Dun- 
ham Rd., Bedford, O.. | 





MOTOR TESTER—Triotester tests vacuum 
| pressure, indicates dead center and igni- 
tion point, and fuel pump suction and 


FUEL PUMP GAUGE—Model FPT-6 has| delivery pressure. It is claimed that by 
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NEW PRODUCTS 


as 20 percent, according to a spot | is also designed to serve as a shop | 


|times and storage instructions. 


percent faster when the rust-re- 








808 N. Third St.,| 








reference manual for recappers and | 
retreaders. It contains such _in-| 
formation as suggested curing | 


* o +. 
Conn., 
ship, intend to repeat it next year. 


Highways & Safety... 


By Gerhardt Neumann 
Staff Writer 


HE trend toward toll roads, 
which has found legislative ex- 


IDLER AIR COOLER — Described as ar 
air-conditioning unit which works off the 
fan belt of autos. Blower-type unit is ad- 
justable with a flick of the finger and easy 


to install, according to the maker. The| axtend to toll bridges, too, as pro-| 
retail price is $99.50 plus installation./jocts in at least a dozen states | 
George Burney & Co., Inc., 39 Broadway, | gamonstrate. 


Toll-bridge legislation has been 
enacted in Arkansas, Connecticut, 
Georgia, Iowa, Kansas, Maryland, 
Michigan, Mon- 
tana, Oregon, 
Tennessee, Wash- 
ington and West 
Virginia, while 
California is still 
considering a $1,- 
500,000 appropria- 
tion for a bridge 
across San Fran- 
Worl: cisco Bay from Army St. in San 
. Francisco to Bay Farm Island in 
Alameda County. 


The plan of a bridge spanning 
Michigan’s upper and lower pen- 
insulas, meanwhile, had to be 
| postponed until “a more favor- 

able bond market” returns. Un- 
der a recently enacted law pledg- 
ing $147,000 a year of state high- 
way funds for operation and 
maintenance of the bridge after 
completion, the Authority has 
until Dec. 1 to find a market for 
revenue bonds. 

A particularly ambitious project 
lis being planned in the state of 
Washington, with a proposed $100 
million network of bridges across 
Puget Sound and Hood Canal. A 
bill authorizing study of the project 
empowers the state to issue reve- 
nue bonds to finance construction. 

The proposed cross-sound bridges 
would include a floating bridge 
from Brace Point on the south side 
of Seattle to Vashion Island; a sus- 
pension bridge from Vashion Island 
to the Kitsap peninsula, connecting 
highways to a bridge across Rich 
passage to Bainbridge Island, and 
a bridge across Sinclair Inlet to 
Bremerton. 


New York 6, N. Y. 
* 


* * 











CAR DEODORIZER—Car-Fresh is sprayed 
on the interior of the car and is said to 
remove instantly all unpleasant odors. It 
comes in an unbreakable plastic bottle 
which is said to last the average owner 
six months. Car-Fresh Co., P. O. Box 174,| 
Downingtown, Pa. 








. * * 


pression in many states, seems to | 


was patterned after the national roadeo, were Hudson Jets. 
out of a possible score of 400 points and won $250. Two husband-and-wife team 
were entered—and in both cases the husbands came out ahead. __ 


|majority of drivers 





B & G Sponsors Miniature Roadeo— 
A soafe-driving contest sponsored by B & G Sales Service, Inc. (Hudson), Stamford 


was so successful that Joe Bernstein and Joe Giancola, partners in the dealer 
Prizes totaled $400. Used in the contest, whic! 


The winner scored 358 


Toll Bridge Idea Finds 
Favor in Legislatures 


| with 45 million cars now jam- 
| ming the highways, the fatality 


rate has been cut in half over the 
past 15 years. The rate now aver- 
ages 7.3 deaths for every 100 mil- 
lion miles of travel. 

It is pointed out that the vast 
is having no 
trouble, and that it is only a small 
minority of careless drivers which 
creates the impression of unsafe 
roads and forces authorities to in- 
tensify their safety education 
programs. 


* * 





S. D. Motorists: 


Welcome to 
Licensee Ranks 


Deadline for filing referendum 
petitions has passed in South 
Dakota without such papers being 
recorded at the secretary of state's 
office to refer the new driver's 
permit law enacted by the 1953 
Legislature. 








A move to refer the law had been 
reported under way, but its spon- 
sors failed to obtain the 14,476 
signatures required to put the issue 
on the ballot. 

As a result, unless the validity of 
the driver’s permit law is chal- 
lenged in the courts, every motorist 
in the state will be required to 
have a permit by Jan. 1, and South 
Dakota will lose its dubious dis- 
tinction of being the only state 
without a driver licensing law. 

The permits will be purchased 
from county treasurers for 50 cents 
and will be good for two years. 

Also enacted was a motorists’ fi- 
nancial responsibility act, requiring 
drivers involved in accidents to 
demonstrate ability to pay dam- 
ages. 

Under the measure, any driver 
at fault in an accident must prove 
financial responsibility before 
being allowed to drive again. 
|Minimum requirements are $2,000 


been redesigned to make both pressure 
and capacity tests on fuel pumps under 
running conditions. A neoprene “bowtie” 
makes a leakproof hookup at the carbu- 
retor inlet, according to the maker, allow- 


making connections to different motor 
parts, the mechanic can quickly establish 
where the trouble lies. Newage Interna- 
tional, Inc., 235 E. Forty-Second St., New 
York, N. Y. 


- ~ 





for property damage, $5,000 for in- 
jury to one person and $10,000 for 
injury to we or mate persons. 


PAR Aims at 1955 
AR’S objective, according to 
Clem D. Johnston, new chair- 
man of the Project Adequate Roads 





ing both pressure and capacity tests to} 
be made at idle and high speeds. Kem 
Mfg. Co., Inc., Fair Lawn, N. J. 

2 





HANDLE GUARD — Stick-on auto door 
handle guard plate can be installed in 
seconds, it is stated. Made of stainless 
steel. Groboski Industries, 6055 S. Ashland 
Ave., Chicago 36, Ill. 

x * 


x 





DYNA CARBURETOR — Increases power, 

speed and mileage, according to the WINDSHIELD VISOR—Sight-Savers are 
maker. It consists of a mixing chamber] one-piece inside visors or green-tinted 
installed between the carburetor and com-| plastic and are said to eliminate glare, 
bustion chamber. Finely calibrated tapered | loss of vision and blind spots. States De- 
vanes which revolve at high speed are|velopment & Mfg. Co., 11 W. Cullerton 
said to break down gas molecules to a] St., Chicago 16, Hl. 
super-efficient mist and maintain air-fuel 

temperature at 55 to 60 degrees in order Lee Booklet —_— 


to prevent condensation. Excello Automo- Data on Camelback 


tive Co., 1645 E. Slauson St., Los Angeles, 

Calif. A 10-page illustrated booklet de- 
scribing Lee camelback and repair 

material is being offered free by 

Lee Tire & Rubber Co., Consho- 


* 


Permatex Says Rust Solvent 


Speeds Repairs 10-20 Pct. hocken, Pa. 


New rust-removing chemicals The booklet, which explains the 
speed some car repair jobs as much| product features of Lee camelback, 








a 
~ movement, is “an adequate roads 
@ | Program in every state by 1955.” 

“Let’s aim for clear programs 
that every citizen can under- 
stand,” Johnston told a meeting 
of participating groups. “Let’s 
try to get them by 1955 so that 
when the time rolls around for 
authorizations and appro- 
priations, we will be able to look 
a good way down the road and 
see clearly the distance we have 
to cover.” 

Johnston’s selection as PAR 
chairman was welcomed by many 
groups as a step forward in the ef- 
fort to get action on behalf of 


sound road improvement. 
*. * * 


ANTI-RATTLER PLIERS—Designed for re- 
moving and replacing hold-down anti- 
rattle springs on brake assemblies. The 
maker says only one hand operation is 
needed. Thorsen Tools, Emeryville, Calif. 


aS 





U. S. Safety ‘Improving’ 
PAbaquats roads and crowd- 

ed highways notwithstanding, 
AAA safety experts say that the 
American driver is not so bad after 
all. 

Although 38,000 persons were 
killed last year in auto accidents, 
and hundreds of thousands injured, 

DROP CORD SUSPENSION —Travalite|the experts point out that, on the 
keeps drop cords off the floor and elimi-| basis of mileage driven, the casu- 
nates safety hazards caused by cords lying| alty rate is going down every year 
underfoot, its maker states. It is suspended|and the United States has the 
high enough to leave plenty of headroom| lowest traffic death rate in the 
clearance. J. T. Templeton, Inc., 6432 Cass | world. 

Ave., Detroit 2, Mich. Statisticians have figured that, 


Lack of Highways 
Held Menace 
To Auto Industry 


The lack of new highways and 
improvement of old ones is a threat 
that will limit the nation’s ability 
to absorb more cars and trucks, 
and is a realistic menace confront- 
ing the automobile industry and 
the country, according to Frederick 
H. Elliott, executive vice-president 
of Automobile Old Timers and 
former secretary of the American 
Automobile Assn. 

Elliott has just returned from a 
2,143-mile trip through six states, 
and said he was amazed to find 
there were no new roads under 
construction, while hundreds of 
miles of old roads had cracked «1p 
under the increasing strain of mo- 
tor traffic. 

In many localities, signs have 
been erected to warn automobile 
operators of “bumps ahead” or 
“slow down—bumpy road.” Instead 
of rebuilding cement roads, he 
added, the highway departme:ts 
have repaired cracked concrete 
roads with bituminous mate:ial 
which bears no evidence of hav ng 
been rolled or smoothed, leavin: 2 
bumpy surface. 
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With the Staff... 
ALONG DETROIT’S AUTO ROW 


Where to Now? 

With rain having hampered new 
and used-car sales for a month, | 
dealers on Detroit’s east side were 
looking forward to brighter pros- 
pects as soon as a few days of sun- | 
shine came along. 


But the first period of sustained 
sunshine brought just the op- 
posite effect. Shorn of prospects 
during a record heat wave, one 
dealer even resorted to shining 
new cars. Others just sat around 
the showroom, sipping cool 
drinks and relaxing. 


One used-car dealer was com- 
pletely dismayed by the lack of 
traffic. “We blamed poor sales in 
the spring on wet weather,” he 
said. “Now we have hot weather 
and still no business. Where do we 
go from here?” 

+ * * 


Credit Sails Smoothly 


The sales manager of a Detroit- | 
area new-car dealer says he has | 
found no trouble so far in obtain- 
ing installment credit for his} 
customers. 


A former credit man himself, 
he okays all risks, and two local 
banks accept without question 
his recommendations. 
“Too many sales managers,” he | 

says, “sell to the finance company 
instead of to the customer. If you 
can’t give a firm profitable paper, 
you can’t expect them to want to 
do business with you.” 

His record? One bad account in | 
a million dollars’ worth of business, 
he says. 





* * * 


Lot Takes Over 


A new-car dealer handling two 








10 More States 
Now Require 


Turn Signals 


WASHINGTON.—Ten additional 
states have enacted laws this year 
requiring new motor vehicles to| 
be equipped with turn-signal de-.| 
vices, a survey by the National 
Highway Users Conference reveals. 

Up to this year, four states— | 
Minnesota, New Hampshire, New | 
York and North Dakota—had such 
a requirement on the statute books. 
Proposals for such a requirement 
are pending in four other states. 

In Delaware, all new vehicles that 
are licensed after July 1, must be 
equipped with approved turn signal 
devices, while a North Carolina law 
will require such units on every 
new vehicle manufactured or as- 
sembled after July 1 which is sold 
or registered. 

New laws enacted in Iowa,| 
Nebraska, New Mexico, South 
Dakota and Washington make it 
unlawful to sell, offer for sale or 
operate new vehicles manufactured 
or assembled after Jan. 1, 1954, un- 
less they are equipped with ap- 
proved directional signaling de- 





vices. 
A New dersey law prohibits | 
registration of vehicles manu-| 


factured after July 1, 1954, unless 
equipped with approved - type turn 
signals. Laws in Idaho and Ver- 
mont make the same requirement, 
except that they apply to new vehi- 
cles manufactured or assembled 
after Jan. 1, 1955. The Washington 
law requires such turn signals to 
be of the self-canceling type except 
on those vehicles designed to be | 
used in a combination. 

Proposals pending in _ Illinois, 
Ohio, Pennsylvania and Wisconsin 
would require such devices on new 
vehicles, while such proposals have 
been defeated in Connecticut, 
Maine, Maryland, Missouri and 
Montana. 

In furtherance of uniformity and 
safety on the highways, hand-and- 
arm signal requirements have been 
made substantially uniform in at 
least 37 states. The latest states 
to bring their laws into conformity 
with the Uniform Vehicle Code are 
Kansas, New Mexico, New York 
and Washington. Uniform hand- 
and-arm signal provisions are 
awaiting the governor’s signature 
in Missouri. 








indpendent lines has de-empha- 
sized selling new cars. 

“The market this spring just 
didn’t develop,” he says, thought- 
fully eying a storage lot filled 
with new models. 

He says he is getting plenty of 
lot-play on used cars, and figures 
to make out on that basis until 


“something happens. 
* * * 


Wanted: Used Cars 


Increased emphasis on used - car 
sales has created a supply shortage 
for Ernie Bell, Inc. (DeSoto-Plym- 


to Jack Hutchinson, sales manager. 
The firm wholesaled about 50 per- 
cent of its used cars until last De- 


|cember, Hutchinson says, when he 
| decided “used cars are the new-car 


dealer’s problem, and you can’t de- 
pend on wholesalers to solve it for 
you.” 

With an expanded lot, Hutchin- 
son began pushing used cars 
taken in trade. He says the firm 
soon found the demand exceeded 
the supply, and he has had to 
buy outside to keep the lot full. 

Most cars move in less than two 
weeks, he says, and he finds new- 


;}car deals usually work out more 
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each averaging 15 to 20 sales a 
month, about evenly divided for 








_ . Snazzy |new and used. The men compete 
| NIFTY | USED. CARs for six monthly bonuses: Best deal 
£D —_—_______] | on DeSoto, Plymouth and used car, 

USE Cty TS , |and most sales in each category. 


Chase & Avery Tenders 


a A 
ae Je. 


a\')/ |Winning School-Bus Bid 
a f NEWPORT, N. H. — (UTPS) - 
|Chase & Avery, Inc., the lowest 


|bidder, has been awarded a con- 
| tract to deliver a new 48-passenger 
|}school bus to the Newport School 
Board. 

With one of the present school 
buses to be given as a tradein, the 
net cost will be $3,575.70, it was 
stated. 





“Competition gets keener every 
day.” 


Krekler Opens Deal 

profitably when a tradein is in-| Ted Krekler has purchased Mc- 

volved. Gann Motors (Dodge - Plymouth), 
The firm has five salesmen who | Milford, O., and changed the name 


| 





| 


sell both new and used cars, with! to Milford Motors. 








Wheels, Brakes, Hubs and Drums. . 


. also Parts for Farm Implements and Aircraft 


KELSEY-HAYES WHEEL COMPANY 


PLANTS 


DETROIT 32, MICHIGAN 


IN DETROIT AND JACKSON, MICHIGAN; McKEESPORT, PA.; 
LOS ANGELES, CALIF.; DAVENPORT, IOWA; WINDSOR, ONTARIO, CANADA 














i 
times a month- 


Dear Editor: 


Who reads the Nash Airflyte magazine? 






Seems like everybody does! 


Some days, more than a hundred busy Nash owners take pen in 
hand for a chatty letter, commenting and complimenting our 
magazine. 


It’s been quoted by editors from coast to coast. Even the great 
Reader’s Digest, with its eighteen million readers, has seen fit to 
quote and reprint from its context, time after time after time. 


Yes, we at Nash proudly believe it’s “the biggest little magazine 
in the world”! 


} 


Each month it cements the relationship of owner to dealer to 
factory .. . a messenger of good-will, a constant reminder of the fine 
things about Nash and the helpfulness of Nash dealer service. 


It’s but another of those little extra ways Nash helps its dealers 
‘keep friends and influence people’. And Nash Airflyte Magazine is 
just a small part of the big and intensive promotion package that 





is backing Nash dealers across the country. 


“Youll Find None So New As 


oe 


Hoe a b 
poner 


i ‘ ae 


Nosh Motors, Division Nash-Kelvinotor Corporation, Detroit, Mich. 
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In the Letterbox 





(Continued from Page 4) 


ence Service—based, I am sure, on 
the undocumented and false report 
circulated by the Advertising 
Federation of America. I feel sure 
you will want to correct your story 
when you have been informed as 
to the facts. 


With this in mind I am enclosing 
two items. The first of these is my 
letter to Mr. Elon Borton which 
sets forth, in some detail, the 





events leading up to the circulari- 
zation by the AFA. The second 
item is photostated material from 
Advertising Age of May 4 (pp. 2, 6, 
73, 74) which indicates the results 
of that newspaper’s independent in- 


vestigation. 


To repeat the final paragraph of 
my letter to Mr. Borton: “You will 
agree, I am sure, that it is impor- 
tant that the Legislative Reference 


New Passenger Car Registrations, 19 States 


Service should have the reputation 
which it so thoroughly deserves of 
being an entirely reliable source of 
untainted information and _ un- 
biased analysis, so that Congress 
may turn to it with complete con- 
| fidence. We have always had this 
| as our ideal goal; and Congress has 
recognized the high degree of our 
success by its increasing use and 
support over many years.”—ERNEST 
S. Grirriru, director, 
Reference Service, Library of Con- 
gress. 

Eprror’s Note: Griffith’s letter 
to Borton said the document was 
never a Legislative Reference 
Service report; that it was 





Legislative | 





written by a junior member of 
the staff for a relative. Advertis- 
ing Age identified the author as 
J. D. Williams, currently an in- 
structor at the University of 
Utah. Williams was quoted as 
saying he wrote the document on 
his own time, turned it over to 
his cousin, Ralph Hardy, vice- 
president of the National Assn. 
of Radio and Television Broad- 
casters, and placed a copy in the 
library files without consulting 
his superiors. 

* 


* * 


Control Towers 
We will appreciate your forward- 


ing us a list of firms known to| 


offer production-control (sometime 
called tower-control) systems. 

This company is operations ani 
maintenance prime contractor t» 
the United States Atomic Energ- 
Commission, including thes» 
functions with relation to a moto: 
vehicle fleet of approximately 1,00) 
units and several hundred units cf 
light to very heavy motorized 
equipment at Los Alamos, New 
Mexico.—W. N. Kirkpatrick, chie’, 
transportation division, Zia Co., Los 
| Alamos. 

Eprror’s Note: Exzecutone Inc., 
| 415 Lexington Ave., New York 17, 
and Reynolds & Reynolds, Day- 
ton, O. 
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Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 
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New Commercial Car 








Brockway 
Chevrolet 
Diamond-T 
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Kenworth 




















Peterbilt 
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Studebaker 
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Willys- 
Overland 





Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 
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The following advertised-delivered prices 
include the retail list price suggested by 
the factery, provision for Federal taxes, 
and suggested delivery and handling 
charges. They do not cover transporta- 
tion costs, state and local taxes, op- 
tional equipment or any other charges 
that may be passed on to the retail buyer. 
ALLSTATE—Four—2-dr. sed., $1,399. Six 
~——2-dr. sed., $1,561.18. (Sold only by Sears, 
Roebuck & Co. stores in certain areas.) 
AUSTIN—A-30 sed., $1,495; A-40 Som- 


erset sed., $1,795; stat. wag., $1,895; 
conv., $1,945; A-40 sports conv., $2,295; 
Austin-Healey 100 sports conv., $2,985. 
(Delivered at U. S. ports.) 

BUICK —Special—4-dr. sed., $2,208.76; 


2-dr. sed., 
$2,255.32; 


$2,149.32; 4-dr., Deluxe sed., 
2-dr., Deluxe sed., $2,196.88; 
Riviera cpe., $2,295.43; conv., $2,553.17. 
Super — 4-dr. Riviera, $2,696.17; Riviera 
cpe., $2,610.56; conv., $3,001.59; stat. wag., 
$3,429.73. Roadmaster—4-dr. Riviera, 


$3,254.36; Riviera cpe., $3,358.05 conv. 
$3,505.56; stat. wag., $4,030.73; Skylark 
sports car, $5,000. (Dynafiow standard on 


Roadmaster models, optional at $192.50 on 
all others.) 

OADILLAC — Series 62 — 4-dr. sed., $3,- 
666.26; cl. cpe., $3,571.33; Coupe deVille, 
$3,994.57; conv., $4,143.72. Series 60 Spe- 
—+e. sed., $4,304.88. Serles 75—8- 
pass. $5, 604. 34; lim., $5,817.73. Eldo- 
a ee, $7,750. (Hydra-Matic stand- 
ard on all models. ) 

CHEVROLET — One-Fifty — 4-dr. sed., 
$1,670; 2-dr. sed., $1,613; cl. cpe., $1,620; 
bus. cpe., $1,524; 6-pass. stat. wag., $2,- 


010. Two-Ten — 4-dr. sed., $1,761; 2-dr. 
sed., $1,707; cl. cpe., $1,726; spt. cpe., 
$1,967; conv., $2,093; 6-pass. stat. wag., 


$2,123; 8-pass. stat. wag., $2,278. Bel Air 
—4-dr. sed., $1,874; 2-dr. sed., $1,820 
spt. cpe., $2,051; conv., $2,175. (Power- 
glide optional at $178.35 on Two-Ten and 
Bel Air models only.) 
OHRYSLER—Windsor—4-dr., sed., §$2,- 
492.25 (8-pass., $3,433); cl. cpe., $2,471. 75; 
stat. wag., $3, 288.75 Windsor Deluxe—4- 
dr. sed., $2,721; Newport, $3,025.25; conv., 
$3,246.75. New "Yorker—4-dr. sed. $3,184.- 
SO (8-pass., 94,369); cl. cpe., . 155.50; 





Current Prices on New Cars 





Newport, $3.522; stat. wag., $3.932.75. New 


Yorker Deluxe—4-dr. sed., $3,327.50; cl. 
cpe., $3,298.50; Newport, $3,687.75; conv., 
$3,980. Custom Imperial—4-dr. sed., $4,- 
259.50; lim., $4,797; Newport, $4,560.25. 
Crown Imperial — 8-pass. sed., $6,921.50; 
lim., $7,043.75. (Fluid - Matic optional at 
$130.10 on Windsor, standard on other mod- 
els. Fluid-Torque standard on Custom Im- 
perial and Crown Imperial; optional at 
$139.75 on other eight-cylinder models, at 
$106.40 on Windsor Deluxe and at $236.50 
on Windsor.) 


DeSOTO — Powermaster 6 — 4-dr. sed., 
$2,385.75 (8-pass., $3,281); cl. cpe., $2,364; 
Sportsman, $2,634.25; stat. wag., $3,107.75. 
Fire Dome V-8—4-dr. sed., $2,673 (8-pass. 
$3,558.75); cl. cpe., $2,651.50; Sportsman, 
$2,922.50; conv., $3,144.25; stat. wag., $3,- 
381. (Tip-Toe Shift optional at $130.10 on 
all models. Tip-Toe Shift with Fluid Torque 
optional at $236.50 on V-8s only.) 


DODGE—Meadowbrook 6—4-dr. sed., $2- 
024.75; cl. cpe., $1,983; stat. wag., $2,201.- 
25. Coronet 6—4-dr. sed., $2,136; cl. cpe., 
$2,109. Coronet V-8—4-dr. sed., $2,244.50; 
el. cpe., $2,223; Diplomat, $2,385.50; conv., 
$2,519; stat. wag., $2,527.50. (Fiuid Cou- 
pling optional at $20.40 on all six-cylinder 
models except the Meadowbrook station 
wagon. Gyro-Matic optional at $130.10 on 
all models except the Meadowbrook station 
wagon. Gyro-Terque optional at $233.50 on 
V-8s only.) 


FORD—Mainline 6—4-dr. sed., $1,690.47; 
2-dr. sed., $1,641.59; bus. cpe., $1,537.33; 
stat. wag., $2,018.90. Customline 6—4-dr. 
sed., $1, 782.69; 2-dr. sed., $1,733.79; cl. 
cpe., $1,743.29. Mainline "8 — 4-ar. sed., 
$1,766.09; 2-dr. sed., $1,717.20; bus. cpe., 


$1,613.53; stat. wag., $2,095.07. Custom- 
line 8—4-dr. sed., $1,858.35; 2-dr. sed., 
$1,809.45; cl. cpe., $1,819.50; stat. wag., 


$2,266.76. Crestline 8—Victoria, $2,120.23; 
conv., $2,229.92; stat. wag., $2,403.24; 


(Fordomatic optional at $184 on all mod- 
els.) 

FORD OF BRITAIN—Prefect 4-dr. sed., 
$1,337.04; Anglia 2-dr. sed., $1,179.07; 
Consul 4-dr. sed., $1,695; Consul conv., 
$2,075 (power top, $150 extra); Zephyr 
Six 4-dr. sed., $1,890; Zephyr Six conv., 
$2,425. (Delivered at New York port of 
entry.) 

HENRY J—Corsair Four—2-dr. sed., $1,- 


399. Corsair Deluxe Six—2-dr. sed., $1,- 
561.18. 

HUDSON—Jet—4-dr. sed., $1,858. Super 
Jet—4-dr. sed., $1,954. Wasp—4-dr. sed., 
$2,310.87; 2-dr. sed., $2,264.12; cl. cpe., 
$2,310.87. Super Wasp — 4-dr. sed., $2,- 
465.84; 2-dr. sed., $2,413.28; cl. cpe., $2,- 
465.84; Hollywood, $2,811.58; conv., $3,- 
047.50. Hornet—4-dr. sed., $2,768.86; cl. 


epe., $2,741.99; Hollywood, $3,095.15; conv., 
$3,342.05. (Hydra-Matie optional on all 
models at $178.03.) 


JAGUAR—Mark VII—4-dr. 
Mark VII 4-dr. sed. with Borg-Warner 
automatic transmission, $4,450; XK-120 
cpe., $4,065; XK-120 cpe. with modified 
equipment, $4,460; XK-120 conv., $4,039; 
XK-120 conv. with modified equipment, $4,- 
434. (Delivered in New York City.) 
KAISER — Carolina —4-dr. sed., $2,- 
372.69; 2-dr. sed., $2,312.56. Deluxe—4-dr. 
sed., $2,512.79; club sed., $2,459; 4-dr. 
Traveler, $2,618.55. Manhattan—4-dr. sed., 
$2,649.63; club sed., $2,596.76; 4-dr. Trav- 
eler, $2,755.36. Dragon—$3,923.91. (Hydra- 


sed., $4,170; 


Matic standard on Dragon, optional at 
$178.55 on other models. ) 

LINCOLN — Cosmopolitan — 4-dr. sed., 
$3,522; spt. cpe., $3,625. ri—4-dr. sed., 


$3,766; “hardtop” $3,869; conv., $4,030.50. 
(Hydra-Matic standard on all models.) 


MERCURY — Custom — 4-dr. sed., $2,- 
250.50; 2-dr. sed., $2,193.50; spt. cpe., 


$2,315. Menterey — 4-dr. sed., $2,332.50; 


hardtop, $2,451.50; conv., $2,609.50; 8-pass. 
stat. wag., $2,825.50. (Mere-O-Matic op- 
tional at $189.81 on all models.) 

MORRIS and MG—Morris Minor—4-dr. 
sed., $1,535; 2-dr. sed., $1,435; conv., $1,- 
465. Morris Oxford—saloon, $2,150; stat. 
wag., $2,385. MG/TD—standard conv., §2,- 
115; Mark II conv., $2,360. (Delivered in 
New York City.) 


NASH—Rambler Super—Suburban, §$2,- 


002.60. Rambler Custom — Hardtop, §$2,- 
125; conv., $2,150; stat. wag., $2,118.90. 
Statesman Super — 4-dr. sed., $2,178.35; 


2-dr. sed., $2,143.55. Statesman Custom— 
4-dr. sed., $2,331.70; 2-dr. sed., $2,309.50; 
hardtop, $2,433.20. Ambassador Super — 
4-dr, sed., $2,557.20; 2-dr. sed., $2,520.75. 
Ambassador Custom—4-dr. sed., $2,716.45; 
2-dr. sed., $2,695; hardtop, $2,828.60. 
(Hydra-Matic optional at $178.85 on States- 
man and Ambassador. ) 


OLDSMOBILE — Deluxe 88 —4-dr. sed., 
$2,327.09; 2-dr. sed., $2,261.62. Super 88 
—4-dr. sed., $2,461.71; 2-dr. sed., §$2,- 


395.25; hardtop, $2,673.39; conv., $2,852.59. 
Classic 98—4-dr. sed., $2,785.82; hardtop 
$3,021.75; conv., $3,228.84; Fiesta sports 
car, $5,715. (Hydra-Matic standard on 
Fiesta, optional at $178.35 on all other 
models. ) 


PACKARD—Clipper—4-dr. sed., $2,588; 
club sed., $2,534; Deluxe 4-dr. sed., §2,- 
735; Deluxe club sed., $2,681; Sportster 
hardtop, $2,795. Packard — Cavalier 4-dr. 
sed., $3,234; Mayfair hardtop, $3,268 
conv., $3,476; Patrician 4-dr. sed., $3,735; 
Caribbean conv., $5,200; formal sed., $6,- 
526; executive sed., $6,895; corporation 
lim., $7,095. (Ultramatice standard on Pa- 
trician and formal sed., optional at $199 
on other models. ) 


PLYMOUTH—Cambridge—4-dr. sed., $1,- 
765; cl. sed., $1,727.25; bus. cpe., $1,617.50; 
stat. wag., $2,064. Cranbrook—4-dr. sed., 
$1,872.50; cl. cpe., $1,842.50; Belvedere, 


$2,064; conv., $2,220; stat. wag., $2,207.25 


(Hy-Drive optional at $145.80 on all 
models. ) 

PONTIAC — Chieftain 6 Special — 4-dr. 
sed., $2,014.64; 2-dr. sed., $1,956.36. 
Chieftain 6 Deluxe—4-dr. sed., $2,118.53; 
2-dr. sed., $2,060.28; conv., $2,444.21. 
Chieftain 8 S i—4-dr. sed., $2,089.62; 


pecial 

2-dr. sed., $2,031.45. Chieftain 8 Deluxe—- 
4-dr. sed., $2,193.51; 2-dr. sed., $2,136.32: 
conv., $2,517.66. Catalinas—Deluxe 6, $2,- 
304.30; Custom 6, $2,370.43; Deluxe §8. 
$2,370.99; Custom 8, $2,446. Station waz- 
ons—Two-seat Special 6, $2,449.61; three- 
seat Special 6, $2,505.15; two-seat Deluxe 
6, $2,589.61; two-seat Special 8, $2,524.61; 
three-seat Special 8, $2,580.15; two-seat 
Deluxe 8, $2,663.61. Grain finish on all 
station wagons, $80 extra. (Hydra-Matic 
optional on all models at $178.35.) 


ROOTES—Hiliman Minx—4-dr. sed., $1.- 
699; California hardtop, $1,899; conv.. 
$1,899; Hillman stat. wag., $1,949. Humber 
—Hawk sed., $2,399; Hawk touring lim. 
$2,699; Super Snipe sed., $3,295; Super 
Snipe touring lim., $3,595; Pullman lim 
$5,110. Sunbeam - Talbot — Sed., $2,699 
conv., $2,899; Sunbeam Alpine sports conv 
$2,999. Rover—sed., $2,899. (Delivered t 
U. S. coastal ports.) 

STUDEBAKER — Champion Custom — :- 
dr. sed., $1,767.40; 2-dr. sed., $1,735.12. 
Champion Deluxe — 4-dr. sed., $1,862.83: 
2-dr. sed., $1,830.58; 5-pass. cpe., $1,- 
868.21. Champion Regal — 4-dr. sed., $.,- 
949.17; 2-dr. sed., $1,916.92; 5-pass. cp»., 


$1,954.55; hardtop, $2,115.80. Commander 
Deluxe — 4-dr. sed., $2,121.15; 2-dr. sei., 
$2,088.90; 5-pass. cpe., $2,126.52. Com- 


mander Regail—4-dr. sed., $2,207.54; Land 
Cruiser 4-dr. sed., $2,315.64; 5-pass. cp-., 
$2,212.91; hardtop, $2,374.16. (Automatic 
Drive optional at $231.24 on Champicn, 
$243.08 on Commander.) 

WILLYS—Aero Lark—4-dr. sed., $1,73?.- 
54; 2-dr. sed., $1,646.09. Aero Falcon — 
4-dr. sed., $1,861; 2-dr. sed., $1,796. 6: 
Aero Ace—4-dr. sed., $2,038.82; 2-dr. se\., 
$1.963.50. Aero Eagie—Hardtop epe., $2,- 
157.18. Station wagons — 4-cyl., $1,862 7 
(four-wheel drive, $2,304.55); '6-cyl. $t,- 
949.23. 
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For the plus that gets more sales... 


FULL PAGES in Chicago Tribune newsprint color 
can provide your sales organization with 
the plus in promotion that wins enthu- 


siastic support and results in more sales. 





They get the extra attention and buying 
interest which no other medium in this 
market can provide. 

When you add Chicago Tribune news- 
print color, you give your promotion a 
distinctive quality and dynamic impact 
that get market wide penetration. You 
can hit with direct selling wallop. You 


can employ the art techniques that 





give your models the atmosphere 
and setting that enhance prestige. 

Your dealers know the selling power of 
Tribune newsprint color. They have seen 
it sell for other organizations. They would 
like to see it help them sell your cars. 
bese Chicago is big enough to merit and re- 
ward intensive promotion. Tribune read- 
ers have always been tops in new car 
buying. Your share of the business can 
be as big as you help your dealers make it. 

To get more sales now and to build 
solidly for the days when sales are harder 


to get, power your Chicago drive with 





pages in Chicago Tribune newsprint color. 
For full details, get in touch with W, E. 
Bates, Penobscot Building, Detroit, 


W Oodward 2-8422. 


Chicago Tribune 







a 





—— 
—_ 


_a@ 
- all other 
Chicago newspapers 





When dealers and the public want to sell cars, 
they prefer the Tribune. They place more 
automotive want ads in the Tribune than 


in all other Chicago newspapers combined. 
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| "51 Coronet 4-dr.. $1,055*. ‘50 Coronet 
4-dr., $1,045* 





'h2 Victoria, $1,800*; Custom (8) 4-dr., 





Used-Car Auction Prices 


cony $905; station wagon, $545, $835 

Market Trend | °47 conv., $510. ’46 conv., $440 
The downward trend in wholesale used-car prices halted last week, | HUDSON —~'51 PM 2-dr., $725 | 
according to Automotive News’ index, with the over-all average price | KAISER ‘49 4-dr., $220 
gaining $1 to stand at $988. This is the first gain shown on the index | LINCOLN '55 Capri coupe, $5,900", “47 | 


: « V12 club coupe, $150 | 

; » wee th 23. 

since the week of March 23 ; 2 | MEROURY —-°53 2-dr., $2,210*. “49 4-ar 
However, only one model advanced during the period—’52s were up | $765; conv., $700. '47 4-dr., $475 

Lo 1e ee . ie NASH-~—'53 Rambler Country Club, $1,710 

Gu4 over a week earlier. - ‘ ‘ _ eani 52 Rambler Country Club, $1,325 
All other cars dropped off slightly—’49s and ’47s, $6; ’51s, $5; '46s, | OLDSMOBILE °53 (98) Holiday, $3,520"; | 

’ , ? ’ conv., $3,235*; Deluxe (88) Holiday, $3,- 
$8, and ’48s, ’50s and 58s, $1. P . 025*. '52 (98) Holiday, $2,535*. '51 Super 
Activity faltered slightly at the auction blocks, according to the (88) 4-dr., $1,500*. '50 (98) 4-dr., $1,- 


; aol i . fferin last 085*. "49 (9S) 4-dr., $800*, $785* 
index, with the sales ratio dropping to 61 percent of the o gs PLYMOUTH _’53 Cambridge Suburban, $2,- 


$988 $1,017 $1,054 

















vane stoarsriatett sre |  Awerage Used-Car Prices 


ee. Ses eee we eee (Compiled by Automotive News) 


June 1953 May April 
Model (to date) 1953 1953 
1953 $2,257 $2,294 $2,305 
1952 1,596 1,620 1,670 
1951 1,169 1,185 1,255 
1950 923 955 997 
1949 719 Wi 791 
1948 505 543 584 
1947 415 434 461 
! 
' 


1946 316 360 368 





Overall meee ae | 
Average  $ 988 $1,017 $1,054 | 


week as compared with 62 percent a week earlier. At 11 representa- |“ 639: Cranbrook club coupe. $1,960; Cam- || (The above figures are averages of used-car auction prices, all makes 
tive auctions, 1,571 cars were sold from 2,544 offerings last week, as bridge 4-dr., $1,590. '52 Cranbrook 4-dr., | and models, carried regularly in Automotive News.’ | 
i i y i $1,205. °51 Savoy, $1,350; Suburban, $1,- | 
against 1,601 sales from 2,557 offerings a week earlier. : 265; °50 Suburban, $1,000. ‘49 conv., | 
Prices marked with an * indicate a unit equipped with an automatic $930. _ ’ : | model cars, Sold 112 cars out of 140 | CHRYSLER—'50 Royal club coupe, $1,060 
transmission or overdrive, and (ps) indicates power steering. PONTIAC—'53 Catalina, $2,770*; Chieftain | offerings.) ’47 Windsor sedan, $570. 


(8) 4-dr., $2,185*. °51 Chieftain (8) 


BUICK—’53 RM 4-dr., $3,010*. '51 Special 





DENVER $2.225°. $2,220*, $2,150; (210) 4-dr. $2.-| Cer n tay adr, $815. 47 Chieftain| Sedan, $1,200. °50 Super sedan, $1,090. 
= 7 020*; station wagon, $1,950; 114-ton ; - Par ar "49 RM sedan, $650*; Super sedan, $780. 
- . t . 7 8) 4-dr., $420. | ’ 2 7 , 2 . 
} (Denver Auto Auction. Sale every Tues- pickup, $1,680. '52 station wagon, $1,- ‘ : z sek a ‘ 47 Super sedan, $270. ’41 Special sedan, 
! day. Prices are for sale of June 16.) | 750*. ’51 Bel Air, $1,390*, $1,385*%; SL “i tas, Gus % Coenen @) A-dr.. $110. 
’ (Market steady — slight increase in Deluxe 4-dr., $1,210, $1,190, ioe es Si pes. ampli -ar., 1990, | CADILLAC—’53 (62) club coupe, $4,700°. 
*. cars ° 090. ‘5 Air, ,230*, ,190*. ’4¢ aie on ‘ = "9 9 4a (7% “8 
cass aa eae. Gsse*; aeecial tues Sar ee ‘40° Sat. 2-de, | WILLYS — ‘51 station wagon, $940, $855.| '50 (61) sedan, $2,025*. '46 (75) Limou 
Riviera coupe, $2,235*. ’52 RM 4-dr., $1,- $535 2 : "49 Jeep, $400. "48 Jeep, $430; $345. °47 sine, $785*. 
! a ee ‘ ne M aaa 37 lg r ’ ‘ > Se 
705*. ‘51 Super Riviera 4-dr., $1,460"; | CHRYSLER ——'53 Windsor 4-dr., $2,475*. | 7°°P» $400. $870 aggre ge ee 
Special 4-dr., $1,200*. 50 RM 4-dr.,/ +52 Windsor 4-dr., $1,775*. '50 NY 4-dr. , Se “ehany asain s 
$795*. °49 RM 4-dr., $600. ‘48 Super $940° ds dr., $ Y ALBANY, ws station wagon, $2,050, $2,070. 52 SL 
H 4-dr., $465 . : Special sedan, $1,200; Bel Air, $1,660*. 
CADILLAC _ 49 (61) 4-dr., $1,530*. "48 | DeSOTO--—'52 Fire Dome (8) 4-dr., $1,735". ‘Tim Anspach’s Auto Auction, Sale every ‘51 SL sedan, $1,085*, $980. '50 SL 
(61) 4-dr., $1,295*: (62) ‘4-dr., $1 190°, | "50 Custom 4-dr., $875. '47 Custom 4-dr., | Monday. Prices are for sale of June 15.) Special sedan, $825; SL Deluxe sedan, 
$705*. Se : ; : | $420. (Market quite active. Prices are slip- $1,050*, $935; station wagon, $1,100; 
CHEVROLET '53 Bel Air sport coupe, ' DODGE-'53 Meadowbrook 4-dr., $1,935*. ping timidly, even on new and iate- sedan delivery, $560. or 









when you install 
dependable 


Install Carter Fuel Pumps with confidence of 
complete satisfaction even to your 
toughest customers. 


Carter Pumps are chosen as original 
equipment by 12 leading manufacturers and 
the application list is growing constantly 

to give you additional fuel pump volume. 
See your Carter supplier for complete 
information. 


Carter Power Center Fuel Pumps are being 
pre-sold to your customers with a powerful 
National Advertising Campaign in 


The Saturday Evening Post, Life, Look, Country Gentleman 
and Popular Science 


Ask your Carter supplier or write for 
information about Carter Movies to 
advertise your shop and services. 


CARTER CARBURETOR CORPORATION « St. Louis 7, Missouri © Division of American Car and Foundry Company 
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DeSOTO—’51 Custom Sportsman, $1,500" 
‘50 Custom sedan, $1,040*. '46 Custon 
2-dr., $150. 

DODGE—’53 Meadowbrook sedan, $1,860* 
‘51 Meadowbrook sedan, $1,025*. ‘49 
Wayfarer sedan, $840; %-ton stake, $350 

FORD—’'53 Custom (8) sedan, $1,960*. '52 
Custom (6) sedan, $1,385; Main (6 
sedan, $1,355; Custom (8) sedan, $1 
500*. '51 Custom (8) station wagon, $1, 
380; conv., $1,150; Victoria, $1,150. ‘5¢ 
Deluxe (6) sedan, $650, $720. 

FRAZER—'47 sedan, $170. 

HUDSON—’'51 PM sedan, $910. ‘50 Com 
mander (8) conv., $720; PM sedan, $810 

KAISER—’51 sedan, $890. 

MERCURY—'53 club coupe, $2,595". ‘4 
sedan, $770*, $710. 

NASH—’52 Rambler country club, $1.150* 
"50 Ambassador sedan, $890. ‘49 (600 
sedan, $500. '47 (600) club coupe, $300 

OLDSMOBILE—’51 Super (88) sedan, $1, 
250*; (88) sedan, $1,285*; (98) Holiday 
$1,660*. '50 (76) conv., $1,110. °49 (98) 
sedan, $930*, $730*: (76) sedan, $685 
’48 (78) sedan, $400*. ‘46 (98) sedan 
$250. 

PLYMOUTH—’52 Cranbrook sedan, $1,235: 
Cambridge sedan, $1,100. '51 Savoy, $1.,- 
250; Cranbrook sedan, $1,030, $1,175. 
$970; Concord business coupe, $755, $860 
"49 Deluxe business coupe, $360. 

PONTIAC—'53 Chieftain (8) sedan, §$2,- 
500*, $2,465*, $2,600*; station wagon 
$2,500*; conv., $2,800; Catalina, $2,875* 
’52 Chieftain (8) sedan, $1,750*. ’51 
Chieftain (6) sedan, $1,370; Chieftain 
(8) sedan, $1,450*. ‘50 Chieftain (8) 
sedan, $1,020*. 

STUDEBAKER—’53 Champion sedan, $2. 
160. '51 Champion sedan, $985*, $880 
‘50 Commander (8) sedan, $770, $710 
"48 Landcruiser sedan, $580. '47 Cham- 
pion sedan, $275. 


LOS ANGELES 


(Los Angeles Auto Auction. Sale every 
Tuesday and Thursday at San Gabriel, 
Calif. Prices are for sales of June 11-16.) 


(Market declined from pressure of 
record volume of cars consigned. Retail 
remains slow in southern Califernia. Sold 
372 cars out of 765 offerings.) 


BUICK—’'53 RM conv., $3,220*; RM Riv- 
jiera 4-dr., $2,905*, $2,900*, $2,565*: 
Super Riviera 2-dr., $2,865*, $2,655*, 
$2,485. '52 Super Riviera 2-dr.. $2,110*; 
4-dr., $1,700*. '51 RM Riviera 2-dr., $1,- 
695*; 4-dr., $1,505; Super Riviera 2-dr., 
$1,590*: RM _ conv., $1,430*; Special 
2-dr., $1,340*. '50 Super Estate Wagon, 
$1,375*; Super Riviera 4-dr., $1,235*. 
$1,165*; 2-dr., $1,160*; RM Riviera 4-dr., 
$1,090*; Special 4-dr., $1,015*; sedanet, 
$950. '47 Super conv., $500. 

CADILLAC — ’53 Coupe deVille, $5,215*, 
$5,200*; (62) conv., $5,150*; 4-dr., $4.- 
725*, $4,670*, $4,580*. '52 Coupe deVille. 
$3,980*; conv., $3,965*; (62) club coupe. 
$3,730*. °51 (61) coupe, $2,850*: (62) 
4-dr., $2,605*, $2.515*. '50 Coupe deViile. 
$2,845*; (62) 4-dr., $2,180*, $2,095*. "48 
(61) coupe. $1,305*. 

CHEVROLET ‘53 Bel Air sport coupe 
$2,420*. '52 Bel Air, $1,730*; SL Deluxe 
club coupe, $1,395*; SL 4-dr., $1,390; SL 
2-dr., $1,285. '51 Bel Air, $1,445*, $1,- 
440*; SL Deluxe 4-dr., $1,220*, $1,085; 
FL Deluxe 4-dr., $1,030; SL Special club 
coupe, $950; 2-dr., $905; %-ton pickup, 
$785. ‘50 Bel Air, $1,200*, $1.090; SL 
Deluxe 2-dr., $1,005*, $955, $920: FL 
Deluxe 2-dr., $995*; FL Special 2-dr 
$900. "49 FL Deluxe 4-dr., $830; SL De- 
luxe 4-dr., $820*. "48 SM 4-dr., $575: 
FM club coupe, $555. 

CHRYSLER—’53 Windsor club coupe, $2, 
420°. °'51 Windsor 4-dr., $1,345*. ‘50 
Windsor 4-dr., $1,095*. '49 NY 4-dr 
$810*. '47 Windsor 4-dr.. $400. 

DeSOTO — '51 Custom 4-dr., $1,100*. ‘50 
Sportsman, $1,315*. °'49 station wagon. 
$745*. "48 Custom club coupe, $745*. 

DODGE — '53 Coronet station wagon, $2, 
300*; (6) suburban, $2,100. '52 Diplomat 
$1,485*; Meadowbrook 4-dr., $1,100. °51 
Coronet 4-dr., $1,045*. 

FORD — '53 conv., $2,480*, $2,250*; Vic- 
toria, $2,480*, $2,420*, $2.315*, $2,195°, 
(6) Ranch Wagon, $2,270; Custom (8) 
2-dr., $2,185*; %-ton pickup, $1,550*, 
$1,490*. °52 Country Squire, $2,390* 
Victoria, $2,070*, $2,020*, $2,000*, $1,- 
975*, 2 at $1,950*, $1,890*, $1,850; (8) 
Ranch Wagon, $2,055*, $2,035*, $1,925* 
conv., $1,960*, $1,895, $1,875*; Custom 
(8) club coupe, $1,770*%; Custom (6) 
2-dr., $1,540*. ’51 Victoria, $1,495* 
$1,485*, $1,475*, $1,380*, $1,275; Country 
Squire. $1,380*, $1,225*; Deluxe (8 
4-dr., $1,185*, $950; Custom (8) 4-dr 
$1,080*; Custom (6) 4-dr., $975; 2-dr 
$945. '50 Country Squire, $1,090; conv 
$965; Deluxe (8) 2-dr., $950; 4-dr., $91( 
Custom (8) club coupe, $855; 2-dr., $75: 
"49 Deluxe (8) 4-dr., $735. °48 conv 
$370. 

HUDSON—’'52 Hornet club coupe, $1,500". 
‘51 Hornet conv., $1,425*; 4-dr., $1,365* 
$1,345*, $1,320*. 

LINCOLN — '53 Capri. $3,665*. ‘51 4-d 
$1,285. 

MERCURY — '53 Monterey, $2,650*; sport 
coupe, $2,620*, $2,605*, $2,585*, $2,550°: 
2-dr., $2,435*. '52 Monterey, $2,375*, $°.- 
365*, $2,325*, $2,295*, $2,135*, $2,080* 
$2,055*, $2,035*; conv., $2,290°; 2-dr., 
$1,905. ‘51 4-dr., $1,465*, $1,405*; c'ub 
coupe, $1,490*, $1,220*. "50 club cou »e, 
$1,145*, $1,120, $1,100; 4-dr., $995*. 

NASH — '52 Rambler Country Club, ‘!.- 
235*, $1,230*. 51 Rambler station wagon, 
$1,110*, $945. "50 Statesman 4-dr., $81). 

OLDSMOBILE — '53 (88) conv., $3,15°*: 


(Continued on Page 25, Col. 1) 











(Continued from Page 24) 


$3.445*, 
4-dr 


$2,790* 


(YS) cony $3 
$3, 250°; 
$2,940* 

"52 (98) 
"5O (SS) 


350* Holiday 
4-dr., $3,130*; Super (88) 
Holiday, $2,900*; 4-dr., 
4-dr., $2,200*, $1,570*, $1,520* 
Holiday $1,650* (98) 4-dr 
$1,345*, $1,295*; club sedan, $825* 49 
(88) conv $1,285*, $1,000*; station 
wagon, $1,085*; 4-dr., $935*, $885*; (98) 
4-dr., $760*. '48 (98) 4-dr., $660* 
PACKARD —'51 (200) 4-dr., $1,305* 
PLYMOUTH 53 Belvedere, $2,090*, §2,- 
160*; Cranbrook 4-dr., 






$1,665. °52 Belve- | 


dere, $1,545; Cranbrook 4-dr., $1,185. '51 | 


$1,170; Cranbrook club 
coupe, $1,035; Cambridge club coupe, 
$945. '50 SD 4-dr., $845. '49 Special De- 
luxe 4-dr., $695. '48 Deluxe coupe, $515 
‘47 4-dr., $305. °46 club coupe, $410; 
business coupe, $400. 

PONTIAC—'53 Catalina, 
$2,705*; conv., $2,590*, $2,580*; 
tain (8) 4-dr., $2,560*; 2-dr., 
52 Catalina, $2,115*, $1,900*; 
Chieftain (8) 4-dr., $1,630*, 


suburban, $1,320, 


$2,715", 

Chief- 
$2,310*. 
$1,865" ; 
$1,490; 


$2,845", 


| 


2-dr., $1,545*. '51 Catalina, $1,595*. ‘50 | 
Catalina, $1,455*; (8S) 2-dr., $1,110*; 
4-dr., $1,085*. '49 (8) 4-dr., $900*. 


STUDEBAKER—’53 Commander (8) Star- 


liner, $2,495*; Champion Starliner, §2,- 
095*. '51 Commander (8) Starliner, $1,- 
175*, $1,040*; Champion 4-dr., $1,055*, 
$945*; Land Cruiser, $985*. °50 Com- 


mander Starliner, $900*; Champion 4-dr., 
$805*, $770*, $710*. °48 Commander 
4-dr., $375*. '47 Commander coupe, $435. 

WILLYS—’53 panel, $1,275; station wagon, 
$1,250*. ’51 %-ton pickup, $600. '50 (6) 
station wagon, $885*. 

MISCELLANEOUS—’'49 Austin 4-dr., 
‘51 Hillman Minx sedan, $550. 


N. LITTLE ROCK, ARK. 


$310. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of June 16.) 
(Sold 28 cars out of 69 offerings.) 

BUICK—’'50 Special 2-dr., $850. 

CADILLAC—’50 Fleetwood 4-dr., $2,250*. 
"49 (62) 4-dr., $1,010*, °46 (62) 4-dr., 
$525*. 

CHEVROLET—'52 SL Deluxe 2-dr., $1,- 


370*. '51 SL Deluxe 2-dr., $1,050*, $675, 


$610. '48 FL 2-dr., $330. '41 SD 4-dr., 
$285. 
DODGE—’50 %-ton pickup, $345. 
FORD—’53 Custom (8) 2-dr., $1,805. ‘51 


Custom (8) 2-dr., $945, $935; 4-dr., $935, 
$765. °49 Custom (8) conv., $250, ‘47 
SD (8) 2-dr., $325. ’46 SD 
$295, $280. 

MERCURY—’49 station wagon, $795. 


NASH—’49 Ambassador 4-dr., $430. ‘48 
Ambassador 2-dr., $300. 
PLYMOUTH—’50 Deluxe club coupe, $595. 





PONTIAC—’53 Chieftain (8) 4-dr., $2,460*. 
"50 Chieftain (8) 4-dr., $675. 


STUDEBAKER—’50 Champion conv., $700. | 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every 

Wednesday. Prices are for sale of June 17.) 
(Market steady with brisk buying. 
Sold 82 cars out of 145 offerings.) 

BUICK —'’51 Super sedan, $1,550*. ‘50 
Super sedan, $1,030*. °49 Super sedan, 
$930*, $795. '48 Super sedan, $630. °47 
RM sedan, $465. '46 RM sedan, $405. 

CADILLAC—’47 (62) sedan, $560*. 

CHEVROLET—’52 Bel Air, $1,650*; SL 
Deluxe sedan, $1,395*, $1,310. ‘51 Bel 
Air, $1,460*; SL Special sedan, $930, 
$890, $880, $870, $830, $800. ‘50 SL 
Deluxe station wagon, $1,160*; sedan, 
$955, $870. °49 SL Deluxe sedan, $870, 
$825. '46 SM sedan, $320. 

CHRYSLER—’52 Windsor sedan, $1,730*. 
’51 Windsor sedan, $1,480*. ’50 Windsor 
sedan, $1,160*. ’49 NY sedan, $875*, 
$850*. ’48 Windsor sedan, $770. ’47 NY 
sedan, $360. 

DeSOTO—’52 Fire Dome (8) sedan, $1,- 
680*. ’°50 Custom sedan, $1,120. 

DODGE—’52 Coronet sedan, $1,350*, ‘50 
Meadowbrook sedan, $1,010*; Wayfarer 
2-dr., $930. 


FORD—’53 Main (8) sedan, $1,800*%, ‘51 


Custom (8) sedan, $1,200*, $1,120. °50 
Custom (6) sedan, $850, $835. ‘49 
Custom (8) sedan, $730. ‘47 SD (8) 
sedan, $345, $290. °46 SD (8) sedan, 
$280. 
LINCOLN—'49 sedan, $635. | 
MERCURY—’51 sedan, $1,270. ‘49 sedan, 


$800, $715. '48 sedan, $490. 
NASH—’51 Rambler country club, $860. ’50 
Ambassador sedan, $830. 
OLDSMOBILE — '51 (98) sedan, $1,390*. 
’49 (88) sedan, $1,035*, $990*. "48 (98) 
conv., $570; (76) sedan, $450. 
PACKARD—’52 sedan, $1,590*. 


PLYMOUTH—’52 Belvedere, $1,560; Cam- | 


bridge sedan, $1,150. ‘51 Savoy, $1,300; 
Cranbrook sedan, $1,095. ’50 Suburban, 
$1,020. °49 SD sedan, $890, $840. °48 
SD sedan, $630. ‘46 Deluxe sedan, $310, 
$260. 

PONTIAC—’51 Chieftain (8) sedan, $1,610. 
'50 Catalina, $1,300; Chieftain (8) se- 
dan, $1,070*. 

STUDEBAKER—'50 Champion sedan, $680, 
$675. 

WILLYS—'49 panel $300. 


FARGO, N. D. 


(Tri - State Auto Auction. Sale every 
Thursday. Prices are for sale of June 18.) 
(Market still holding. Sold 60 cars out 
of 92 offerings.) 
BUICK —' 50 Special 4-dr., 
$880. '49 Super sedan, $600. 
CHEVROLET—’'53 Handyman, $2,100; Bel 
Air club coupe, $2,000*. "52 SL Deluxe 
sedan, $1,205. '51 station wagon, $1,345. 
‘50 SL Deluxe sedan, $940, $840, 2 at 
$875; SL Special sedan, $795. ‘49 SL 
Special sedan, $700; SL Deluxe sedan, 
$630, $640; business coupe, $620. 48 FL 
aerosedan, $545. '41 SD club coupe, $125. 
CHRYSLER — '51 Imperial sedan, $1,490*. 
'47 Windsor sedan, $475 
DODGE—'49 Deluxe sedan, 
luxe club coupe, $345. 
FORD—’53 Custom (8) sedan, $2,125*. '52 
(8) Ranch Wagon, $1,775; Custom (8) 


delivery, 


$760; 2-dr., 


$505. ‘47 De- 


sedan, $1,660*. ‘51 Deluxe (8) sedan, 
$1,010, $920, $945; station wagon, §$1,- 
245*; Victoria, $1,300*. '50 Custom (8) 


sedan, $905; Deluxe (8) sedan, $760. '49 
Custom (8) station wagon, $845; sedan, 
$715, $705, $685, $690; Deluxe (8) sedan, 
$650;, Deluxe (6) sedan, $620, $585; 
%-ton pickup, $600. 

HUDSON—’51 Super (6) sedan, $800. *48 
Super (6) sedan, $315. 

KAISER—’51 (6) sedan, $560. 

MERCURY —- 49 sedan, $730; club coupe, 
$810. ‘48 station wagon, $350. 


(8) 2-dr., | 


$520. 
DeSOTO—’49 
DODGE—’51 


Wayfarer 2-dr., 
FORD—’52 Custom (8) 
$1,505"; 
(8) club coupe, 
$1,020; 2-dr., $950. "50 Deluxe (6) 2-dr., 


dr., 
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| 2-dr., 








FORD—’52 Custom (8) sedan, $1,615*. ‘51 


club coupe, Custom (8) 
Coronet 4-dr., 


$750. 


$515*. 

$1,050*. ‘49 bed, $875. ’ 
"47 conv., 
conv., $1,750*; 4- 
2-dr., $1,200. ‘51 
$1,250*; 


Custom 


Custom 4-dr., "49 (98) 


MERCURY—’49 conv., $800. 
OLDSMOBILE — '51 











NASH — '51 Rambler Country Club, $860; | OLDSMOBILE—’49 (88) 2-dr., $850, $940: 


$515. ‘48 SD (8) 2-dr.. $415; club | STU DEBAKER—'50 Champion conv., $550; 440*. ‘50 SL (S) 2-dr., $975. '49 SL (8) 
;_ coupe, $410 | club coupe, $400. ‘48 Champion sedan, 4-dr., $810; 2-dr., $865*. '46 SL (8) 
LINCOLN—’50 club coupe, $500. | $400; Commander sedan, $345. ‘47 4-dr., $340. 
| MERCURY—’51 club coupe, $1,190; 4-dr., | Champion sedan, $295, $205 STUDEBAKER —'52 Land Cruiser, $1,325*; 
| chan 8 Rank $750, $605. | Champion 4-dr., $910. ; 
| NAS 5 ambler country club, $1,100. , ‘Ye T \ WILLYS—’'51 (4) '-to rick 6 "4¢ 
| °51 Statesman 2-dr., $860; 4-dr., $775; | EBENSBURG, PA. 4) ‘Seeger, $450°: ts cn ps $435. 
cieanee cue $695 (Ebensburg Auto Auction. Sale every : 
OLDSMO sE—'52 Super (S88) 4-d $1,- | Thursday *rices are for sale d IW . T 
NASH 51 Statesman sedan $895 49 950*. °'50 (S88) een. $1,250* 49 eae) — piso a oe ee DANV ILLE, VA, 
(600) sedan, $410 chub aetan. €026° ie . (Prices and demand were up on clean si : 
OLDSMOBILE—'53 (98) sedan, $2,800* ACK 50 4-dr.. $765° offerings, Sold 56 cars out of 89 offer- | (Danville Auto Auction. Sale every 
) . $2 PACKARD—'50 4-dr., $765 | ings.) Wednesday. Prices are for sale of June 17.) 
PLYMOUTH 51 Savoy, $1.200. ‘50 SD | PLYMOUTH 49 Deluxe club coupe, $570. | ie | (Good fast sale Retail market re 
conv., $850. "48 SD sedan, $405. ‘47 SD | PONTIAC—'52 Catalina, $1,985*; Chieftain | BUICK—'53 Super Riviera 2-dr., $2,675*.| ported good in this section, Sold 54 cars 
sedan, $290 (8) 4-dr., $1,375", '51 Chieftain (8) 2-| ‘50 Special 2-dr., $1,070, '49 Super conv., | out of 87 offerings.) ba ; 
PONTIAC—'47 SL (8) sedan, $345 dr., $1,285*; 4-dr $1,115* 19 SL (8) | $875*. ‘48 RM 4-dr., $595* BUICK—'49 RM 4-dr $815*; Super 2-d 
STUDEBAKER 50 Champion sedan sedan, $880. ‘48 Chieftain (8) club coupe, | CADILLAC ‘D0 (62) 4-dr., $2,290*, '49 $805 48 Super 2-dr., $455, ; oe 
$665. °49 1-ton pickup, $455 $430 (62) sedanet, $1,455* | CADILLAC—'52 (62) i-dr., $3 200* 
STUDEBAKER —'50 Champion 4-dr., $650, | CHEVROLET—’'53 ‘'»-ton pickup, $1,150. | CHEVROLET—'52 SL Deluxe "4-dr $1 
| ‘52 FL Deluxe 2-dr., $1,285. "51 SL De- 400*. "50 SL Deluxe 2-dr., $945; 4-dr. 
FLINT JESSUP MD luxe 4-dr., $1,105; club coupe, $1,200. '50 $810. '49 SL Deluxe 4-dr., $685. '48 FL 
7 — ’ " | Bel Air, $1,105*; SL Special 2-dr., $820; 2-dr., $690. "47 SM 4-dr : $360. '46 SM 
(Flint Auto Auction. Sale every Wednes Colie’s Auto Auction, Sale every Wednes- | 4,-ton stake, $690. ‘49 SL Deluxe 4-dr., 4-dr., $405; 2-dr $330 4 SD 4-dr 
day. Prices are for sale of June 17.) day. Prices are for sale of June 17.)| $800; FL Deluxe 4-dr., $840; FL Special $590. : 7 a 
BUICK—'52 RM 2-dr., $2,160*. ‘51 RM| (Market average. Sold 34 cars out of | 4-dr., $625. "48 FL 2-dr., $590. '47 SM | DODGE—'50 Wayfarer 2-dr.. $940. ‘49 
2-dr., $1,705*; Super conv., $1,655"; 43 offerings.) club coupe, $575, $350. Coronet 2-dr., $755 ‘39 4-dr, $105, 5 
Super 4-dr., $1,250; 2-dr., $1,215. '50 RM | BUICK—’52 Super conv., $1,650. ‘51 RM | CHRYSLER—’51 Windsor 4-dr., $1,105. '50 | FORD—’53 4 =ton "pickup $1 280. '52 
4-dr., $1,065*; Super 4-dr., $1,015, $935, Riviera sedan, $1,425*; Special sedan, NY 4-dr., $1,080; Royal club coupe, Custom (8) 4-dr., $1,560* 51 Custom 
$810, $760; 2-dr., $900. ‘49 RM 4-dr $1,400. '50 Special sedan, $700. '49 Super | $925. '46 Windsor 4-dr., $475. (8) 2-dr. $1,010; 4-dr $1 110; Deluxe 
| $730, $725; Super 2-dr., $720. sedan, $730. DeSOTO——'52 Fire Dome (8) 4-dr., $1,750*. (8) 2-dr., $620, $1,005*. ’50 Custom (8) 
| CHEVROLET—'53 (210) 4-dr., $1,825*. '52 | CHEVROLET — ‘51 SL Deluxe sedan, $1,- | DODGE—’50 '%-ton pickup, $565. '47 Cus- 2-dr., $1,205", $980; 4-dr., $920, $960 
SL Deluxe 4-dr., $1,375*; club coupe. 135*. '50 SL Deluxe sedan, $1,025. '49]| tom 4-dr., $400. '46 Custom club coupe, ’49 station wagon, $310; Custom’ (8) 2- 
$1,360*, $1,185; 2-dr.. $1,240*, $1,225*. FL Deluxe sedan, $625; SL Deluxe club $480. '42 conv., $300 dr., $655. '47 1%4-ton stake $420; sD 
’51 SL Deluxe 2-dr., $1,080*, $980; 4-dr., coupe, $425. '48 FL aerosedan, $460. '46 | FORD — ‘50 Custom (8) 2-dr., $940; (6) (8) 2-dr., $435. "46 SD (8) 2-dr $470 
$955, $920. ’50 SL Deluxe 4-dr., $850, FL aerosedan, $375 %-ton panel, $480. '49 Custom (8) 2-dr., $425; Deluxe (8) 2-dr., $230. °40 ‘SD (8) 
$780; FL Deluxe 2-dr., $790, $720. '49 | DODGE—’51 Coronet sedan, $1,050*; Mead-| $670; club coupe, $525*. ‘47 SD (8)| 2-dr., $180. a } 
SL Deluxe 2-dr., $710, $650; 4-dr., $555, owbrook sedan, $1,025*. 2-dr., $465, $430. MERCURY—'49 2-dr., $860. 














SOCONY-VACUUM OIL COMPANY, INC., and Affiliates:s MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


$770, $730, 


$725, $565. ‘49 Custom (8) 


PLYMOUTH— 











ONLY SOCONY-VAC 


@ America’s Favorites —Mobilgas and Mobiloil. 
@ World's Greatest Lubrication Experience. 
®@ Exclusive “On-The-Job” Training. 


sedan, $910. '50 2-ton flat- station wagon, $910. '50 Statesman 2-dr., (76) 4-dr., $805. ‘48 (76) 2-dr., $280 
49 Custom (8) sedan, $555.| $675. '49 Ambassador 4-dr., $480°. $220; (98) 2-dr., $450* ’ ; 
$365. °46 SD (8) sedan, $310. | OLDSMOBILE—’50 (SS) 4-dr., $900*. '48 | PLYMOUTH—’53 Cranbrook 4-dr., $1,730 
(98) conv., $650*. ’51 Cranbrook 4-dr., $890. '50 Deluxe 
_ ;: “ sedan, $1,175*. aa TH erm SD ee $930. ‘49 SD 2-dr., $530. 
sedan, $8 ; club coupe, $750. ‘41 SD conv. 225; | STUDEBAKER—'51 Chez i - 735 
PACKARD—'49 (8) sedan, $420. i 4-dr., $100. "50 Champion o-dr.. $765. "47 Comman. 
|! PONTIAC — '51 Chieftain (8) 4-dr., §1,- 


‘51 Cranbrook sedan, $955. 


der 4-dr., $275. 
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RIGHT UNDER 
HIS NOSE 


... but does he see it? 


ae” rere g.. 
°° Socony-Vacuum will help train your °*, 
lubrication men to find extra business : 
+ 


«, for your other service departments! .° 


Scores of training centers coast-to-coast—plus a staff of 
experienced instructors and salesmen to train your men 
on the job—make Socony-Vacuum’s lubrication training 


program the finest of its kind. Here’s what it does: 


Trains your men in proper lubrication techniques, with 
emphasis on the make of car you sell ... teaches them to 
point out the need for parts and services to your custom- 
ers. Result: your service departments get extra business, 
your customers are satisfied, you and your lubrication 


men gain an outstanding reputation for quality work. 


UUM OFFERS ALL THREE: 






Mobilgas 


UM 
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Lake it from these Pontiac dealers: 


LIFE MEANS LOCAL-LEVEL IMPACT! 


where LIFE reaches 28% of the households 
with a single issue 
61.9% of the households in the course of 13 issues* 









ae 






PeCien ft ee 


- 
Oo 
ee, ew, 


“FLOOR PLAY INCREASED during the days that the 

. s é LIFE displays were on our windows,” reports J. Warren 
Pst ‘ | Shell (center), vice president and sales manager of Hen- 
: drickson Pontiac, Inc. ‘The unusual interest that we 


had was undoubtedly due to the number of LIFE readers 
here.”’ Also pictured: John J. Donahue (left) and C. W. 
| Balfanz, both officers of Hendrickson Pontiac, Inc. 
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where LIFE reaches 

27.9% of the households 
with a single issue, 

69.4% of the households 


where LIFE reaches 
37.5% of Buffalo-Niagara house- 
holds with a single issue, 
73.5% of Buffalo-Niagara house- 
holds in the course of 13 issues* 








“IT WAS A ‘NATURAL’ for us to tie in the new 
Pontiac with LIFE and the LIFE Trade Secrets 
House at the Buffalo Better Homes Exposition,” 
says Dave Waite, of Dave Waite Pontiac. “By 
doing so, we moved much of the heavy traffic from 
the home show right into our own showroom.” 
Model Pat Dane helped enliven the display. 


“IN THIS COMMUNITY, LIFE has an excellent 
reputation, both editorially and in advertising,” 
writes W. M. Boomershine, (right), owner of 
Boomershine Motors, Inc. and Frank Loner, 
new-car manager. ““The LIFE tie-in created a lot 
of interest here at Boomershine’s. We welcome 
it as something new and colorful.” 

























Dealers know + enefemates © know it 


muons o pouaas— vis, ness ¢ hencinad 














An Industry as big as yours 





















Post 
needs a Magazine as big as ours 
With a single issue, LIFE reaches 73% of new car buyers.* 
=a ._* < . , 
1 1,880,000 house holds, or about How well are America s Car man- 
every fourth American household— —_ufacturers cultivating this market? 
the largest audience you can reach This chart tells the story, through 
with any magazine that carries ad- 1952—and latest figures show that 
vertising. the trend to LIFE is continuing even 
This single-issue wee in- stronger in 1953. _ 
cludes 39% of all U. S. households *From A Study of the Household Accumula- 
who bought their cars new. And in _ téve Audience of LIFE (1952), by Alfred COLLIER'S 
ae cas Politz Research, Inc. A LIFE-reading house- LOOK 
the course of 13 issues, LIFE’s great : eae 
hold is one in which one or more adults read nEWSW'R 


audience grows until it includes one or more of 13 issues. 
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1946 1947 1948 1949 1950 1951 1952 






New-car advertising revenue in magazines, 1946 — 1952 








First in circulation 
First in audience 
First with new-car buyers 

9 Rockefeller Plaza, New York 20, N. Y. First in new-car advertising revenue 


in the course of 13 issues* 
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AMERICA 





POPULATION 


Since the 1950 census, approximately a half-million 

people have been added to Los Angeles County’s total 

to bring the current count to 4,581,208— America’s 

third largest market. The Los Angeles Times gives 

you market-wide impact while delivering the largest 
circulation of any Western newspaper —daily and Sunday. 


INCOME 


Los Angeles market income in 1952 was estimated at 
9% billion dollars—an increase of 22.9% over the 
1950 figure. This increase was piled on top of a 

226% rise in the 1940-1950 decade. These figures take 
into account civilian income only —the considerable 
military establishment is a plus for the market. 


RETAIL SALES 


The Los Angeles market is third in the nation in 

retail sales. The 1952 total of $5,683,608,000 was 
surpassed only by New York City’s 5 counties and Cook 
County, Illinois. Retail sales in Los Angeles County 
were approximately $1300 per capita—almost 25% 
above the nation’s average. 





i has the 
Angeles Times . 
CIRCULATION Tr oy newspaper in e ~~ 
ade The Times also 
ily an ’ Rd 
Fone-delivered circulation. 7 
i Id, The Time 

G— In its field, ea 
ADVERTISINN vertising an aS ‘3 
= including Retail, Genero! 
‘hed Advertising. 


$ first by 
lassifica- 
Clas- 





REPRESENTED BY CRESMER AND WOODWARD, 


NEW YORK, CHICAGO, DETROIT, ATLANTA AND SAN FRANCISCO 


1 WEST 






| Credit Goes to Dallas 





|to sell and were encouraged in 
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'GM Covers Football— 


William F. Hufstader (left), General Mo- | 
tors distribution vice-president, and Asa 
| S. Bushnell, director of television for the 
| National Collegiate Athletic Assn., discuss | 
| the schedule of college football games to 
|be seen on GM's ‘Game of the Week’’ | 
series over the NBC network next fall. The 
| series will comprise 12 games. 


Auto | 
Advertising | 


Chevrolet will sponsor 24 five- 
minute week-end newscasts over 
364 American Broadcasting Co. 
stations, W. E. Fish, general sales 
manager of Chevrolet, has an- 
nounced. 

The newscasts began Saturday. 
Twelve daily broadcasts are sched- 
uled on Saturdays and Sundays for 
an extended period thereafter. Top- | 
flight network newsmen will be | 
ziven the assignment, Fish said. 

* * * 


Kaiser Renews Garroway 


Kaiser Motors dealers have re- 
newed their contract for the 
Dave Garroway morning NBC 
television show. The KM portion 
is devoted to a contest based on 
predictions of scores of major 
league and association baseball 
games. Entry blanks are dis- 
tributed at dealer showrooms. 

* + * 


Antifreeze Contest 
U. S. Industrial Chemicals Co. is 
launching a $50,000 prize contest 
for automotive dealers and their | 
employes which is keyed to its | 
U.S.I. permanent antifreeze. 
The contest is built around | 
completing the sentence, “Mr. | 
Motorist, get U.S... permanent 
antifreeze, and get it early be- 
cause .. .” in 25 words or less. 
A total of 77 prizes will be) 
awarded, with a two-week trip to! 
Europe as the grand prize. Ten 
Nash Ramblers will be given as 
first prizes. Entries close Aug. 31. 

* - * 


Jobber Ad Campaign 


Plans have been completed for | 
an extensive advertising program 
to be conducted by jobber members 
of Illinois Automotive Assn. 

According to A. P. Walter, Ga-| 
briel. Distributing Co, Chicago, | 
chairman of the IAA advertising 
committee, the program will include | 
“Get It From Your Jobber” mailing 
cards and display material pro- 
vided by Automotive Advertisers 
Council. 

The campaign, already under 
way, will run through the summer 
months, with a follow-up program 
in the fall. 








* x x 


Bear Names Thomas, Jensen 


Victor B. Day, executive vice- 
president of Bear Manufacturing 
Co., has announced the promotion | 
of Lee Thomas to sales promotion 
director. Thomas has been with the 
company since 1950 as director of 
public relations. 

H. R. Jensen has been appointed 
director of public relations for 
Bear. He was formerly on the staff | 
of television station WOC- TV. | 
Prior to that, he served as a pilot 
instructor in the Air Force during | 
World War II. 


* * * 


The Cincinnati Enquirer was not 
the first newspaper to accept auto 
advertising at retail rates, accord- 
ing to Editor and Publisher. 

The Dallas Morning News and 
Dallas Times- Herald, says E&P, 
have accepted auto dealer copy at 
the retail rate since early in World 
War II, when dealers had no cars 


their efforts to “turn merchants” 








and sell accessories. 


FASTEST, MOST ECONOMICAL 
CAR WASHING EVER! 









SRT ae 


Purchasing Agent 








ee 








Wondering how used-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 






Satisfaction guaranteed as Delta 
Powdered Streakless Car Wash can 
be used on any car—waxed, por- 
celainized or plasticized. YOU 
CAN'T BUY A BETTER CAR 


WASH AT ANY PRICE. 


Save more than $8.20 by ordering 
the 110 lb. drum of Delta Powdered 
Streakless Car Wash. You will get the 
three fine Delta products shown below 
absolutely FREE. 


Bleck 
Drasstet 


ae 





Delta White Delta Delta Black 
Sidewall Cleaner Bug Remover 


Delta Tee 


PRE ee ur em en est t 


Please ship me 110# drum of Delta 


Powdered Streakless Car Wash at 38c per pound with 1 
gallon of each of the above at no charge. f. 0. b. Memphis. 








™ 





Tire Dressing 
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now SHppping 


IS AS EASY AS accelerating 


It is no longer necessary to lift the foot and exert leg 
power pressure to bring your car to a stop. With the 
Bendix Low Pedal Power Brake on about the same level 
as the accelerator, an easy ankle movement, much like 
working the accelerator, is all the physical effort re- 
quired for braking. And by merely pivoting the foot 
on the heel, shifts from “go” to “stop” controls are 
made in far less time. 


kotubt/ MORE DRIVING COMFORT, LESS 


FATIGUE AND GREATER SAFETY. 






Bendix , 
Products CT 
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« Used-Car Backup Slows New-Car Dealers... 





Sales Strong in Some Areas 


(Continued from Page 1) 
customers, he said, were short of 
down payment money. 

A Southern dealer said that price 
cutting and competition was the 
most dangerous trend, He said he 
was unable to cut down used-car 
stocks, and that competitive offers 
were hard to match on new-car 
deals. 

Only a few dealers reported that 
the retail used-car market was 
perking up in their areas. Most re- 
ported the market still slow, and 


used-car lots full to overflowing. 
* * * 


IGNS of weakness in the new- 
car market have appeared in 
Charleston, W. Va., dealers there 


say. The number of “showroom 
shoppers and lookers” have begun 
to fall off, although demand is still 
good for the popular cars. 

New-car sales slipped to 367 in | 
Akron for the week ended June 
13 from 497 a week earlier. Used- 
car volume also fell off to 762 
from 836 for the week ended 
June 6. 


New-car sales in Washington, 
D. C., declined in May, according to 
the Washington Automotive Trade 
Assn. May sales totaled 2,126, as 
compared with 2,538 cars for April. 


May sales at Indianapolis barely 
equaled April totals, with 2,947 cars 
titled in May as against 2,920 in 
April. Dealers there had been ex- 





pecting considerably better sales in 
Two $10,000 Packards both May and as, 
Go to White House * * * 


OWEVER, near-record sales of 

new cars were reported in 
Milwaukee in May, when dealers 
totaled 3,670 cars. This was more 
than a thousand cars better than 
the same month a year ago, the 
report said. 

Used cars are beginning to 
back up on dealers lots there, 
however, and banks and finance 
companies have begun to tighten 
up on credit. 

For the week ended June 20, 


WASHINGTON, — The White 
House has received delivery of 
two Packards for use by the 
President’s staff. 

The cars are on the usual $500- 
a-year rental basis, according to 
Donald C. Jeffrey, manager of 
Packard’s government sales di- 
vision. 

They are $10,000 jobs, “com- 
plete with air-conditioning and 
all the trimmings,” he said. 





Cleveland dealers sold 1,554 new 
cars, according to the clerk of 
courts, for the best week of the 
month so far. 

The report added that used cars 
had also begun to show strength 
there, and that 1,769 used units had 
been turned over during the week. 

7 * + 


LY gem encen report that customers 
are buying accessories and 
special equipment very selectively, 
and are looking over price tags 
carefully. Service business, most 
dealers report, was steady to 
slightly better over the last month. 


New and used-truck sales are 
slow in most areas, dealers say, 
although Cleveland truck sales 
were up for the week ended June 
20. Dealers say a great deal of ef- 
fort is necessary to move trucks, 
however, and discounting and long 
trading is common. 


New Indianapolis Building 
Planned by Mack Truck 
INDIANAPOLIS. — A _ brick and 
glass-fronted building with 17,520 
square feet of space will be erected 
at 1810 W. Sixteenth St. for Mack 


Motor Truck Corp. The present 
branch is at 425 Kentucky Ave. 





Passenger car registrations in Oregon 
and southwestern Washington outnumber 
census dwellings . . . a market on wheels! 
And in this prime market The Oregonian 
is your leading sales medium. 

Largest circulation in Portland and 
throughout the full Market. First, too, 

in automotive advertising. 


FOR SALES RESULTS... 


Place your advertising in Portland's 
largest newspaper. 


the Oregonian 


PORTLAND, ORIGON 
225,421 Daily 283,744 Sunday 


Represented Nationally by 
Moloney, Regan & Schmitt, Inc. 


in Oregon 


... MORE 
CARS --- 
THAN 
HOUSES! 


WORLD'S FASTEST 


AND MOST VERSATILE 


RATCHET 
AND TWIN AXLE 
Give: 

Automatic and Fulcrum Action 

Parallel Jaws 
Normal Grip 
Jaws open to 2 Inches 

9 Adjustments 


Overall Length 9/2 Inches 
Forged of Chrome Vanadium Steel - 
Satin Chrome Finish 
3-in-1: Plier, Wrench and Pipe Wrench 


$3.22 POSTPAID ( Immediate Delivery) 


ry 





R. CALUWAERTS CO., INC 
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regular appearance in your local newspaper is your assurance of maximum reader- 
ship. What's more, SPEEDY can be yours on an exclusive basis. 


Just look at this comment from a typical SPEEDY subscriber *: 
been at such a high level as it is today. We would not thi 


“Our business has never 
nk of doing without our 


weekly date with SPEEDY." Mail in the coupon for full details. 


*Name of dealer on request. 


(You ADVERTISING SPECIALIST 
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87 MADISON Arwe - NEW YORK 16, NY. 
Rush details about Speedy to me! 
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3 Governors Join Ford Birthday Party— 


More than 200 dealers and their wives 


from Wyoming, Nebraska, Colorado, New 


Mexico and Texas met in Denver to celebrate the 50th anniversary of Ford Motor Co 
Also present were (from left) three governors, C. L. Rogers of Wyoming; Dan Thornton 


of Colorado, and Edwin Mechen of New 


Mexico, who received flowers from Jack 


Murphy (second from right), Denver district sales manager. At extreme right is Leo 


Beebe, Ford manager of educational relations. 


12 Ford Dealers Attend 
2-Day Parley at Factory 


DEARBORN. — Twelve Ford 
dealers, representing every section 
of the country as members of the 
National Ford Dealers Council, at- 
tended a two-day session in Dear- 
born last week. 

The Council members discussed 
plans for future products with 
company executives, drove experi- 
mental models at the Ford test 
track, and offered dealers’ sug- 
gestions regarding company poli- 
cies and procedures. 

“Since Ford established its 
dealers’ council program eight 
years ago, more than 70 percent of 
the councils’ recommendations 
have been adopted by the company, 
said L. W. Smead, general sales 
manager of the Ford division. 
“These dealers’ councils provide an 
avenue through which any of 
Ford’s 6,400 dealers may present a 
suggestion directly to top manage- 
ment of the company with the as- 
surance it will be carefully con- 
sidered.” 

In addition to sessions at the 
new Ford research and engineering 
center, meetings also were held in 
the Ford division headquarters, in 
Livonia. L. D. Crusoe, general man- 
ager of the Ford division; Walker 
A. Williams, Ford Motor Co. sales 
and advertising vice-president, and 
Smead conferred with the council. 

Delegates were: 

Northeast region— Raymond A. 
Pankopf, of Pankopf Ford Sales, 
Inc., Pittsburgh, and Harold W. 
Brown, of Naugatuck Fuel Co., 
Naugatuck, Conn, Southeast region 
—E. L. Hicks, of Pettit Motor Co., 
Charlotte, N. C., and M. B. Wilson, 
of B. & R Wilson, Inc., Smithfield, 
N. C. Central region—Charles A. 
Cronin, of Cronin Motor Co., Inc., 
Cincinnati, and J. E. Clune, of 
Grand Traverse Auto Co., Traverse 
City, Mich. 

Midwest region 


Fisher Contest 
Closes June 30 


DETROIT.—A record number of 
entries is expected in the 1953 
model car competition of the 
Fisher Body Craftsmans Guild. 

The contest, with cash awards 
and university scholarships totaling 
$65,000, ends at midnight June 30. 
Judging will begin July 13 in the 
General Motors Bldg. and the) 
models will be on public display | 
until Aug. 23. Among the judges | 
will be vocational arts instructors | 
from Detroit public schools, experts 
from GM’s styling section and 
members of the guild’s technical | 
department. 

Fourteen award winners will be 
selected for each state and the Dis-| 
trict of Columbia. These state) 
winners will compete for 40 region- | 
al awards. From the regional win- | 
ners will be selected the eight top| 
craftsmen. 


Auto Stocks 














June June 1953 

24 17 High Low 
Chrysler 72% £72 96% 70% 
GM 60 59% 69% 58 
Hudson 133% #138 17 12% 
KF 3% 3% 5% 3% 
Nash 21% 20% #$=:2533 20% 
Packard 5% 5% 634 5 
Stude. 31% 31% 438% 30% 
Average 29.50 29.35 


Compiled from reports of trading on the 
American and New York Stock Exchanges. 








of Mendenhall Motor Co., St. Louis, 
and A. C. Baltes, of Baltes Motors, 
Forest Lake, Minn. Southwest 
region—FE. A. Kinsel, of Kinsel Mo- 
tors, Inc., Beaumont, Tex., and H. 
M. Skaggs, of McCoy-Skaggs Co., 
Inc., Dodge City, Kans. Western 
region—W. G. Stoddard, of Stod- 
dard-Wendle Motor Co., Spokane, 
and Peter Van Otten, of Van Ot- 
ten’s, Tooele, Utah. 


TOP SENSATION 
for 1953 - 


ARO 
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-=" RED, GREEM, BLUE, 
GRAY PLAIDS 


A new, exciting addition to the 
ARO family of replacement Con- 
vertible Tops! Dealers from coast 
to coast are making big extra profits 
by featuring ARO KILTY, available 
in a variety of intriguing plaids. 
Tops for all models, 1928 to now. 


ARO STORM KING + ARO DE LUXE 


| ARO REGAL + ARO ARISTOCRAT 
C2. McClure, | 


ARO TOPS 


are made exclusively of 


HAARTZ FABRICS 


—the unequalled fabric used for 
90% of new car equipment 





Write or wire for money making deal 
~ ARO TOP SALES CO. 
1089 Commonwealth Ave., Boston, Mass. 


World's Largest and Oldest Makers 
of Replacement Convertible Tops 


FACTORY 
SECONDS 


Truck and 
Passenger Tires 


White Sidewal’s 


15” High Trecd 
Used Tires 


MORRIE BLOOM 


P. O. BOX 193 
Mansfield 2, Ohio 
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I (76 where. bigger 
New-Car prospeciS grow! 


40% more car-owning families than U. S. average. 
Twice as many cars bought in the last 5 years as U. S. average. 





Every salesman knows car sales come quicker among suburban 
home-making families. For getting to work, to station, stores, schools — 
just running a house—they buy cars from necessity. So your best 

car prospect is the suburban homemaker. 





And you'll find there’s no better place to reach suburban families 
than through the pages of The American Home. 

The American Home has a 100% home-making audience — essentially 
suburban. That’s why new studies show it gets more new-car-minded 
families per thousand than any other major-circulation magazine. 
93% own one or more cars — way ahead of 

the national average of 65% 

86% drive cars bought since ’48. And — 

39% will buy a car in the next year. 

Its audience combined with that of the only other mass-circulation 
home-service magazine shows but 9.3% inter-duplication. 

Want to get in on the ground floor? Call Ed Sullivan for the 
complete American Home 1953 Automotive Survey. 

The American Home, Penobscot Building, Woodward 5-9878. 

Detroit 26, Michigan 





THERE'S NO PLACE LIKE THE AMERICAN HOME (02 














oe eracitenonncisiastin AUTOMOTIVE NEWS, JUNE 29, 1953 


‘The Show W 


Copyright 1953, The New Yorker Magazine, Inc. 




















“That's the kind of man Pm going to marry.” 


NEW 


The Natonal Weekly of | 
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we of Advertising 


VERY WOMAN knows the importance 
it the right setting — just as every dealer knows 
he value ot showing his motor cars to the 


best advantage. 


ince 1946, thousands of dealers in cities and 
owns, large and small, have spent millions in 
building new showrooms—settings which pro- 
ide eye appeal and promote sales. Surely, the 


etting helps make the sale. 


hrewd advertisers have created a special show 
indow for their merchandise in the pages of 
[he New Yorker—the active magazine that 
ets the active attention of thousands of the 
nost fashion-conscious people throughout 


e country. 


his show window is on the right street. It stops 


he right people. It sells the right goods. Lead- 


~~ 


DRAER. 


ing car manufacturers make generous use of 
‘The New Yorker as a national show window. 
They exhibit their new and exciting styles in a 
Fitth Avenue atmosphere. They reach directly 
into the minds, the thinking, and the buying of 
important and influential families, wherever 
they live. They generate a selling influence that 
reaches directly into your own community — 


into your showroom. 


Alert and capable dealers know the value of 
selling the influential citizens in their commu- 
nity. They know that leaders perform a valuable 


service when they drive and talk about the car 


of their choice. 


Year after year the ma jority of motor car makers 
use The New Yorker to provide a direct avenue 


to leadership sales, for you—and for them, 


he Leadership Market 














34 


As Plane Contracts Are Cancelled .. . 
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Kaiser Acts to Bolster Auto Bid © 


(Continued from Page 1) 


formulated. Nationally, June busi- 
ness is 60 percent better than 
May. Let’s keep it climbing.” 

Many industry observers look for 
Kaiser to abandon car assembly at 
Willow Run but retain the plant 
for parts production and possibly 
body building. Consideration is 
being given to assembly of Kaiser 
cars on Willys lines. 

* + » 

OR some time, defense profits 

have helped ease the pain of 
substantial losses on auto output 
at the huge World War II bomber 
plant. For example, Kaiser—then 
known as Kaiser -Frazer—in its 





pe 
R. R. Rausch 


Edgar Kaiser 


1952 financial report cited an over- 
all loss of $4,700,000 for the year, 
respite almost $5,000,000 in earnings 
on defense work. 

However, despite the import of 
the Kaisers losing their defense 
work, nobody was selling them out 
on the possibility of growing 
stronger in the auto industry. 

A popular analysis last week was 
that: “The Kaisers will probably 
retreat to Toledo to regroup forces, 
and will be back stronger than 


Welded Wheels 
Hailed as Output 
Tops 5 Million 


LANSING.—Production of wheels 
for automobiles, agricultural and 
industrial vehicles by a new weld- 
ing process called Electrofuse has 
passed the five million mark with- 
out record of a single wheel failure, 
according to M. F. Cotes, president 
of Motor Wheel Corp., major sup- 
plier of wheels to the automotive 
industry. 

Tests have proved wheels pro- 
duced by this advanced welding 
process to be considerably stronger 
than wheels assembled by the tra- 
ditionai riveted method, which has 
long been the standard of the in- 
dustry, Cotes said. 

“Welded wheels contribute to in- 
creased passenger safety by com- 
pensating for today’s greater driv- 
ing speeds and braking pressures 
with a stronger link between the 
vehicle and road,” Cotes declared. 
He udded that welded wheels also 
are meeting the increased strength 
demands being placed on agricul- 
tural and industrial vehicles. 









BURLAP PRICES 





ever.” It was considered certain 


that they will make an allout effort} Eddie Rickenbacker is reported 
|to hold on to Willow Run, due to 


the importance of that plant in the 
Kaisers’ long-range auto production 
plans. 
+ * « 

flap tetee off that thinking, it is 

believed, was the Kaiser deci- 
sion last week to move certain of 
its automotive bookkeeping opera- 
tions to Toledo, and the naming 
of Rausch to head production of 


cargo planes for commercial use. 


greatly interested in the C-123, see-| © 
ing it as a means for opening up| 
new horizons in air cargo trans-| ae 
portation. | = 
However, it would seem that if | 
Kaiser Motors is to stay in the 
aircraft business it will have to get 
a better deal from the workers in 
its aircraft section at Willow Run. | 
* * 7 


AISER aircraft workers are 





Here’s Good News for You 


Prices are down! What’s more, you can build 
your long-term automobile cushion program on 
Bemis Burlap—as you prefer it — because 
everything points to a long continuation of the 
favorable price and supply situation. Keep in 
touch with the Bemis Man for the up-to-the- 
minute burlap picture. 


Bemis 


General Offices —St. Louis 2, Mo. 
Detroit ¢ Brooklyn © Chicago © Indianapolis © Boston 


both Kaiser and Willys vehicles. 

Rausch’s assignment to broad- 
er duties was interpreted to mean 
that the Kaisers have decided to 
step aside and let more experi- 
enced hands guide their destiny 
in the automotive world, 

Edgar F. Kaiser is expected to 
devote more time to other interests 
in his father’s financial empire. 

* + * 
A AER spokesman admitted 
that his company’s long-range 
plans envision Willow Run as a 
parts-producing plant, including the 
production of automobile bodies. 

He conceded that there was 
substance in reports that the 
Kaisers want to make a body 
shell of their own that could be 
adapted to three different lines 
of cars, much like General Motors 
spreads out the same body shell 
over several different makes of 
vehicles, 

The Kaisers, as Kaiser - Frazer 
Corp., launched car production at 
Williow Run in 1946. Earlier, the 
gigantic World War II bomber 
plant (operated by Ford) had been 
turned down by other auto compa- 
nies as being impractical for effici- 
ent car manufacture. 

Since 1946 the Kaisers have found 
Willow Run a terrific cost burden. 
In the lush postwar car market 
years, the Kaisers were never able 
to obtain enough materials to util- 
ize all the vast plant’s capacity. 

* * 7. 


paid wages comparable to those 
in the surrounding auto industry 
area, which are much higher than 
those paid aircraft workers in other 
sections of the country. 

Moreover, the present system of 
job classifying in the Kaiser air- 
craft section is said to result in 
duplicated operations and general 
inefficiency from the standpoint of 
achieving maximum economy. 

Kaiser had requested last week 
that automotive workers give up 
their seniority right for a four- 
month period. This stems from 
the company’s reluctance to allow 
auto workers to bump workers 
with less seniority off their jobs 
in the aircraft section. 

Such bumping would force the 
company to duplicate training pro- 
grams that have been completed by 
workers already employed in air- 
craft assignments. 

Kaiser Motors has to deal with 
UAW-CIO Local 142 at Willow Run. 
As of last week, principals of that 
unit were stubbornly determined to 
keep intact the seniority rights of 
all members, but willing to make 


some concessions. 
* = 


last week when the Willow Run 


ready to get started on production 
of C-123s, an even larger craft. 

It was not clear how soon the 
contract cuts would hit the Wil- 
low Run plant. When news of the 
cancellations came, the Kaisers 
were defending their costs on the 
planes to a Senate subcommittee 
in Washington, 

The Kaisers said their production 


UT, when materials were avail- 

able, Kaiser car production had 
to be geared downward to market 
response. As a result, the Kaisers 
have always had difficulty in pric- 
ing cars competitively. 

To date in 1953, fewer than 19,000 
Kaiser cars have been produced, 
and a company spokesman con- 
firmed last week that about 7,000 
units are still in factory stock. 

Since the start of this year the 
Kaiser dealer organization has 
shrunk by 219 outlets. There was 
a total of 2,061 Kaiser dealers 
still in business last week, as 
compared with upwards of 5,000 
dealers at various times in post- 
war. 


been high because they have pro- 
duced only a few planes. 
Meanwhile, the UAW-CIO de- 
manded that Air Force Secretary 
Harold Talbott rescind cancella- 
tion of the plane contracts, and 
charged him with “yielding to fear 


Kaiser Motors and its workers.” 
Henry J. Kaiser’s offer in 
Washington to slash $400,000 from 
his company’s plane building costs 
was backed up by a promise to 
agree to a fixed-fee rate and 
forego any renegotiation rights. 
In Kaiser’s behalf, Michigan’s 
Senator Potter made a plea for 
what he counted up as 19,000 Wil- 
low Run workers. Actually, for 
some time now, there have been 


* * * 


pro at least a year Kaiser profits 
on defense work have offset 
some of the losses on automotive 
output activity. 

However, despite government 
plane-making contracts having 

been eliminated entirely, the 
Kaisers might still have an ace 
up their sleeves — production of 
plant’s payroll, with 10,000 of these 
assigned to defense production. 
* . * 

DGAR KAISER described the 

moving of certain Kaiser auto- 
motive functions to Toledo as the 
“first major step in our long-range 
plan of integrating the business of 
Kaiser Motors and Willys Motors.” 

“As soon as this integration is 
accomplished,” he added, “and we 
have realized the economies and 
efficiencies involved, we will show 
substantial dollar savings for both 
corporations.” 

The Kaiser Motors sales and 
service department will continue 
to operate out of Willow Run. 

It was emphasized by Rausch 
that the sales and service depart- 
|}ments for the Kaiser and Henry J 
and the Willys lines will continue 
|to operate independently. 

Rausch also added: 

“I want to emphasize that the 
integration process involves manu- 
facturing economies and efficiencies 
only, and will not interfere with the 
production and sales of Kaiser or 
Willys vehicles.” 


Powers Remodels 


Powers Motors (Mercury), of 
| Pittsburgh, has replaced five sepa- 
rate exits at the rear of the deal- 
ership with one 16-by-10-foot door, 
operated electrically. 





New Orleans © New York 





plant was well along on a schedule 
of C-119 cargo planes, and about 


costs so far on the planes have 


and political pressure in victimizing 





* 
ANCELLATION of the Kaisers’ | * 
plane-making contracts came 


| 
| 


| 











Columbus Dealers Stage Get-Together— 


The 15th annual spring roundup of the Columbus (O.) Automobile Dealers Assn. 
was held at the Brookside Country Club. Shown here are the members of the com 
mittee in charge. Front row (from left): George R. Simeon; Neil D. Rush, association 
president; George Byers jr.; Jack Rogers, and C. B. Spooner. Back row: Ed Engstrom, 
George Woodworth, Dick Rodenfels, Jack Sarver and Bob Daniels. 


has developed an unusual promo- 
tional feature whereby sagging 
business has been revived so that 
ordinarily quiet days have been 
turned into busy days. 


“We refresh our stock con- 
stantly,” said Monoi Adams, man- 
ager of United Car Markets, which 
operates three branches in Ottawa 
and Montreal, “by offering, instead 
of the usual run of used cars, 
something unusual and eye-catch- 
ing from time to time, like more 
expensive models at big price cuts. 

“Of course, we can only sell a 
small number of such bigger and 
costlier models,” he continued, “but 
despite the price reductions, we 
make a much better profit on each 
car sold than we would on the 
ordinary models found on all used- 
car lots. 

“We continue to handle ordinary 
used cars,” he explained, “but we 
have discovered that, while it takes 
a little more effort and perhaps in- 


Obituaries 





Samuel E, Moreland 


BUFFALO. — Samuel E. Moreland, 81, 
pioneer auto dealer here, died June 16 at 
the home of his daughter. From 1906 to 
1926 he was associated with his brother- 
in-law, John A, Cramer, in J. A. Cramer 
Dodge Motor Car Co. From 1926 until 1936 
he operated his own Dodge dealership here. 

* * * 


Joseph C. Jalbert 


PROVIDENCE. — Joseph C. Jalbert, 52, 
service manager of Providence Buick Co. 
for 26 years, died at St. Joseph's Hospital 
here June 15 after a brief illness. He was 
past president of the Southern New Eng- 
land Buick Parts & Service Managers Club. 

* * * 


Claude Dorsett 


GALVESTON, Tex.—Claude Dorsett, 63, 
retired member of the Dorsett & Abraham 
used-car firm, died here June 11 following 


fewer than 13,000 workers on the | a long iliness. 


* + 


Cecil Barker 


OLYMPIA, Wash. — Cecil Barker, 49, 
former president of the Olympia Automo- 
bile Dealers Assn., was killed June 18 
when he plunged from the Tacoma Narrows 
bridge. He had retired a year ago after 
selling his Olympia dealership. He had once 
been in the auto business in Tacoma. 

* * * 


Charles Stroud Butler 


JENKINTOWN, Pa.—Charles Stroud 
Butler, 73, president of Butler Buick Co. 
and former burgess of Jenkintown, is dead. 
Before he established his dealership 30 
years ago, he was associated with Link- 
Belt Co. 

. * * 


Earl T. Litchy 


ST. CLOUD, Minn.—Ear! T. Litchy, 52, 
operator of Litchy Motor Co. (Nash) for 
19 years, died June 14. Survivors, in ad- 
dition to his wife, include two brothers, 
each of whom has a Nash dealership in a 
nearby community. Mr. Litchy’s wife will 
continue operation of the business. 

* * * 


Howard O. Thayer 


ATLANTA.—Howard O. Thayer, 86, re- 
tired car dealer, died here June 18. Mr. 
Thayer, a native of Hector, N. Y., went 
to St. Petersburg, Fla., five years ago 
from Valdoris, N. Y., where he had been 
a Nash dealer for 23 years. 

* 7 * 


Walter Shanahan 


RUTHERFORD, N. J. — Walter Shana- 
han, formerly Dodge truck regional man- 
ager in several areas, died here June 15. 
Mr. Shanahan left Dodge nearly 10 years 
ago at Oklahoma City after suffering a 
heart attack. Since that time, he had been 
acting as New York representative for Uni- 
versal Sales, Inc., Delaware, O. 


U.C. Sales Get Stimulus 


Ottawa Firm’s Offer of Some Expensive Models 
At Low Prices Brings In Prospects 


OTTAWA. — One used-car dealer | 









vestment in the costlier models, it 
pays well in the long run. 

“Such costlier models are a good, 
sound investment for the buyer and 
attracts attention because we offer 
something different.” 

Adams pointed out that since 
many Canadians have more money 
today than ever before, such in- 
vestment opportunities seem to ap- 
peal to many buyers, though he 
hastens to emphasize that low 
downpayments and long credit 
terms help considerably to com- 
plete such deals. 


Young Dealers 
No Pushover, 


Oldsters Told 


MACKINAC ISLAND. — Young 
dealers short on competitive experi- 
ence “are learning fast how to 
make aggressive selling pay divi- 
dends, the Old Timers Club of the 
Michigan Automobile Dealers Assn. 
was warned last week. 

“There is plenty of evidence that 
the time has come for all dealers to 
get back to really selling again,” 
Paul R. Davis, Studebaker sales 
manager, told the club. “Dealers 
like you gentlemen with years of 
pre-World War II merchandising 
experience should have a great ad- 
vantage over the younger dealers 
who up until recently have not 
known what it really meant to have 
to battle for business.” 

Citing their sales aggressiveness, 
however, Davis warned the Old 
Timers not to sell the “Youngsters” 
short. 

Davis spoke at a breakfast honor- 
ing dealers and dealer personnel 
who have been in the auto business 
25 years or more. 

The importance of good customer 


| relations was emphasized by Davis 


as a part of good business manage- 
ment for dealers and manufac- 
turers as well as for state and na- 
tional associations. Factories and 
dealers, he said, must continue to 
work closely together to raise the 
prestige of all auto dealers to the 
highest level of public esteem, 


Ford Payrolls Reach 


Record $956 Million 


DEARBORN. — Ford Motor 
Co.’s nationwide employment 
reached a postwar high of 186,- 
560 this month and payrolls are 
running at an alltime peak rate 
of $956 million a year, Ernest R. 
Breech, executive vice-president, 
disclosed last week. 


Hourly employment in 33 cit- 
ies where Ford operates plants 
and parts depots has reached 
142,816, Breech said, including 
43,774 salaried employes. Of the 
total, 30,839 persons were er- 
gaged in defense production. 

Total employment today com- 
pares with an average of 147,3#5 
last year and is only 5,000 below 
November, 1943, highest sing’ 
month in company history ani 
peak of World War II produ:- 
tion, Breech said. 




















AUTOMOTIVE NEWS, JUNE 29, 1953 





MR.AUTO DEALER: 


YOU CAN’T get a bad check at a Fidelity 





insured auction ...no matter who writes it. 


Fidelity Insurance Company guarantees it! 


YOU CAN get fast action and top prices! 


And here are two facts to prove it: Da, Sell? 
SSSR SS 
= > ct NET ; 4 


i 


ee 


I Fidelity insured auctions handled 


$109.49.3.000.00 worth of automobiles 
in 1952! 


2 No eustomer lost a penny. Fidelity 
paid $132.405.00 worth of claims — 


usually in 48 hours! 


It pays to move your stock through any of the 
Fidelity insured auctions listed below. They’re 


immune to bad checks. 


FIDELITY INSURED AUTOMOBILE AUCTIONS 


FIRST NAT Roe CA 
SUFFICIENT: FUNDS 









VO a) 









AUCTION NAME ADDRESS AUCTION DAY AUCTION NAME ADDRESS AUCTION DAY 
Aptco Auto Auction 19241 Dix-Toledo Hyw., Melvindale, Mich. Wednesday Montgomery Auto Auction 729 N. Court Street, Montgomery, Ala. Wednesday 
Gulf Coast Auto Auction Gulfport Field, Gulfport, Miss. Thursday Owosso Auto Auction 1450 E. Main Street, Owosso, Michigan = Thursday 
Baize & Flippo Auction Co. North Locust Ave., Lawrenceburg, Tenn. Tuesday Slaton Auto Auction, No. 1 U. S. Highway 11, Cleveland, Tenn. Wednesday 
Colfield Auction Boaz, Alabama Monday Slaton Auto Auction, No. 2 Dixie Lee Junct., Hwy. 70, Knoxville, Tenn. Monday 
Columbus Auto Auction Cusseta Road, Columbus, Ga. Thursday Southern Auto Sales Route 5, Warehouse Point, Connecticut Wednesday 
Concord Auto Auction, Inc. 29 Sudbury Road, Concord, Mass. Monday & Friday Capitol Auto Auction 4365 Florida St., Baton Rouge, La. Friday 
Dixie Auto Auction Sales 217 Gadsden Road, Birmingham, Ala. Monday E. M. Stafford, Inc. 2615 Wilkinson Blvd., Charlotte, N.C. | Wednesday 
Dixie Motors Auto Auction 718 Angier Ave., Atlanta, Ga. Tuesday & Friday Tinnin Auto Auction Meridian, Mississippi Tuesday 
Mauldin Auction Sales, Inc. 1227 New Buncombe Rd., Greenville, S. C. Tuesday Tri-State Auction Company 3021 Front St., Fargo, N. D. Thursday 
Red Farmer's Auto Auction 1010 South State Street. Jackson, Miss. Wednesday Tri-State Auto Auction, Inc. Valley Springs, S. D. Friday 
Doc Greiner Auction 714 Huron Street, Toledo, Ohio Thursday West Kentucky Auto Auction Chestnut at West 12th, Murray, Ky. ~ Monday 
Lapiner's Auction Company 125 South Delaware, Mason City, lowa Wednesday Decatur Auto Auction Highway 48, N. Decatur, Ill. Monday 
Maney Auto Auction Jordan Lane, Huntsville, Ala. Friday Indianapolis Auto Auction, Inc. 4501 W. 16th St., Indianapolis, Indiana = Wednesday 
Nashville Auto Auction, Inc. 1406 Lebanon Rd., Nashville, Tenn. Wednesday Rockford Auto Auction 6402 Forest Hills Rd., Rockford, Ill. Thursday 
Greater Cleveland Auto Auction 13315 Brookpark Rd., Cleveland, Ohio Monday Muncie Auto Auction 3344 S. Madison St., Muncie, Indiana _—Frriday 
Middle Atlantic Auto Auction, Inc. Freeport Municipal Stadium, Freeport, N.Y. ‘Friday Dan Atkins Auto Auction Attalla Fairgrounds, Attalla, Alabama Thursday 
Greater Shreveport Auto Auction 1310 N. Market St., Shreveport, La. Thursday Tri-City Auto Auction Moline, Illinois Tuesday 
Columbus Auto Auction 662 E. Broad St., Columbus, Ohio Thursday 

MR. AUTO AUCTION OWNER: Fidelity bad check protection boosts your 


volume, protects your profits. For the full story — write, wire, or call 
204 Stahlman Building, Nashville, Tenn. Phone: 5-4101. Do it now, today. 





FIDELITY INSURANCE COMPANY 


OF TENNESSEE 


XUN 








More Lots Opened to Hold Overflow .. . 





New Orleans U. C. Stocks Mount | 


By Gordon Hebert 


Staff Correspondent 


NEW ORLEANS.— The answer 
given mostly by new-car dealers 
when one inquires about business is 
“It’s all right, but the problem is 
used cars.” 

There is no worry attached to 
the sale of new cars, according to 
most dealers. The contention is that 
some sort of a deal can be made to 
attract new-car buyers, but the 
stumbling block is to move the 
tradeins. 


Dealers who have been ac- 
customed to wholesaling most of 
their tradeins are now forced to 
keep them because the _ inde- 








pendent used-car dealers are 
overstocked. 

The used-car inventories of new- 
car dealers have increased to such 
an extent that dealers are opening 
additional outlets. Four dealers are 


operating three lots; five dealers 
are operating two, and three 
dealers who have been handling 


used cars from their new-car es- 
tablishment have opened used-car 
lots. 


One dealer has come up with a} 


new gimmick in an attempt to dis- 
pose of some 25 cars under the 
$300 price tag. He is financing his 
own deals at 4 percent and allow- 


INVESTMENT 


| 
ing the customer to set their own | 
|down and monthly payments. 
| “A big used-car inventory doesn’t | 
| worry me,” reported one dealer, 
i\“‘because you must have a large 
| selection in order to sell. The idea | 
is not how many used cars you 
have in stock, but to keep the in- 
ventory from increasing. Frankly, 
today, I’m only taking the new-car | 
business that I want because last | 
month I went overboard in trading | 
|} and I just have to get my inventory | 
down.” 
Another 


dealer said, “That 





24 Months to Pay 


| Current Standard 


WASHINGTON.—Typical cur- 
| rent credit terms on autos are 
reported by the NADA as fol- | 
lows: | 

For new 1953 cars, one-third 
down and 24 months on balance; | 
for 1952 and used 1953 cars, one- 
third down and 24 months; for 
1949-51 cars, one-third down and 
18 to 24 months; for 1947-48 cars, 
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extra 20 or 25 new cars you try 
to get in a month really plays 
havoc with your used-car _ in- 
ventory because it doesn’t take 
many to run your dollar volume 
up when you're allowing $1,200 to | 
$1,600 per unit.” | 
A small dealer, who comes more 
in contact with the customer than | 


engine for 


ACF-Brill to Build 
New Truck Engine 


BERKELEY, Calif. — A new 
truck and_ industria 
service has been announced by th: 
Hall-Scott motor division of ACF 
Brill Motors Co. 


According to C. W. Perelle, ACF 


the larger operators, believes the | prill president, the engine can be 
dealer himself is bringing about the | pyilt to operate on gasoline of 


bad used-car situation. 
He says that salesmen from some | 
dealerships are suggesting that the 
customer with a car to trade, after 
being offered a low tradein allow- 
ance, go out and sell the car to an} 
individual and then come _ back, 
and the dealer will give him a dis- 
count on the new car without a 
trade. 
It is the contention of this dealer 
that a new-car prospect making 
a casual sale will not only get the 
top dollar but will eliminate a} 
used-car buyer from the market. 
A few dealers are putting stress 
on used cars, even cutting prices, 
in order to lower their inven- 
tories because they have been ad- 
vised by their factory that their 
new-car quota will be upped and 
they want to be in a position to 
trade when the time comes, 
There is very little wholesaling 


| 


| 


OPPORTUNITY! 


Firms investing in regular Ameri- 
can Airfreight shipments find that 
it affords them an opportunity to 
avoid assembly delays and save 
money in the long run. 


For further information, wire us collect: 
American Airlines, Cargo Sales Division 
100 Park Ave., New York 17,N. Y. 








| being done as independent dealers 
lare not only well stocked, but are 
|afraid that prices will drop. Most 
|dealers are not taking any chances 
land are only buying clean units 
|from the curb, There is an 
pygmy of rough jobs being of- 
fered, but there are no takers. 


40 percent down and 12 to 18 
months, 

The terms, NADA says, were 
based on a study in all Federal 
Reserve districts made by the 
Installment Credit Commission 
of the American Bankers Assn. 











Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker , purchaser, the seller made cer- 

Attorney at Law | tain written statements in his 

=~ dealers know that a guar-| correspondence with the purchas- 

antee given after the purchaser) o- which constituted a warranty. 

of the automobile has accepted de-| yn other words, the guarantee 

livery of the automobile, or signed | was made after the contract of 

the sales contract, ordinarily is void) gale was signed by the contract- 
and has a no legal effect. | ing parties. 


} 
For example, in Budrow v.| fp holdi th uarantee void 
Wheatcraft, 252 Pac. (2d) 637, the | the. ama ana: ee c 


testimony showed facts as follows: | 


| 
| 





THE EXTRA-COMFORT SEAT CUSHIONING 


IN THE NATION'S LEADING CARS 


GEORGE P. 


TFOAM SALES. 


DOLLARS WORTH 
IN THE AUTO ACCESSORIES 
- FIELD! 





Las-Stik—sales leader for over 25 years 
in the polishing cloth field—offers a 


Jacalik KING SIZE 


POLISHING CLOTH 


Heavy flannel, wax-treated, 
stitched edge. Double the size of 
the popular 60Oc seller. FULL 
= YARD WIDE, put up 

in re-usable plastic 
bag that snaps open 

im and shut. Priced to 
Ue sell, at full mark-up, 


oo for only $ joo 


ORDER NOW FROM 
YOUR JOBBER 


LAS-STIK MFG. CO., HAMILTON, O. 








1914 Fi 





HOOPER 


HER BLOG 





9 SYSTEMS 
TO CHOOSE FROM! 


1. Underfloor disappearing single type—3” 

2. Underfioer twin disappearing type—3” 

3. Underfloor twin plug-in type—3” 

4. Underfloor single plug-in type—3” 

5. Overhead disappearing type—3” 

6. Overhead hanging type—3” 

7. Overhead wall plug-in type—3” 

8. Underfloor disappearing heavy duty—4” 
(for trucks and buses). 


9. Overhead hanging heavy duty—4” 
(for Sethe and buses). 


Write for ovr new Illustrated catalog. 
“The World's Finest Exhaust System" 


ENGWALD CORPORATION 


357 Lafayette Ave., Brooklyn, N. Y. 
Son Seem: are ra 


A dealer sold an automobile to a} 
man named Budrow. At this time} 
the dealer gave no guarantee on the 
car. 

The printed conditional sales 
contract provided that the sale 
was made “in its present con- 
dition,” also that “this agreement 
constitutes the entire contract 
and no modification shall be valid 
unless written upon or attached 
to this contract, and said car is 
accepted without any express or 
implied warranties, agreements, 
representations, promises or 
statements.” 

Attached to the agreement was 
a purchase order reading: “No 
salesman’s verbal agreement is 
| binding on the company; all terms 


pressed in this agreement.” 
Later Budrow drove the auto to 
the dealer’s place of business and 





brakes that locked. At this time! 


Budrow said that he had driven 
the car only a few miles, and the 
dealer assured Budrow that he 
would fix the brakes. The dealer 
kept the auto in his garage and 
lent Budrow a car temporarily. 


Within a few days Budrow took | 


the car from the dealer’s garage 
and that same day the brakes again 
locked, the car was wrecked and 


Budrow was injured seriously. He | 


used the dealer for breach of the 
guarantee made when he took the 


car back. 
* * * 


When Guarantee Is Void 

In holding the dealer not liable, 
the court said: 

“It appears that appellant’s 
(Budrow’s) reliance is placed 
squarely on a warranty subsequent 
to the sale. If no representation of 
warranty was made at the time of 
the sale, a subsequent represen- 
| tation or agreement to warrant will 
be of no legal effect unless new 
consideration is given to it. No at- 
tempt was made by offer of proof, 
or otherwise, to show that there 
was any consideration for the sub- 
sequent promise relied on.” 

For comparison see William A. 
Davis Co. v. Bertrand Co., 94 
Cal. App. 281. In this case after 
the machine was delivered to the 


and conditions of this sale are ex- | 


complained about certain defects in | 
the car, one of which was defective | 


“There was no consideration re- 
ceived or accepted which would sus- 
|tain any new or additional warran- 
lty for goods already sold and de-| 
| livered.” 


| Therefore, the law is well settled | 
|that if the seller makes either an 
| oral or written guarantee on an 
|}automobile after the original con- 
| tract is signed, there is no liability, 
|}unless some new consideration or 
| payment was made by the purchas- 
|er at the time the dealer gave the 
| guarantee. 
| * * * 


| Payment Proved Orally 


| {*ONSIDERABLE discussion has 
arisen over the question: “If a 
debtor has no receipts proving that 
jhe has made the agreed monthly 
| payments to the seller of an auto, | 
}ean the purchaser acquire good} 
[title to the car?” 


| For illustration, in Martin v. 
Arnold, 247 Pac. (2d) 517, it was | 
| shown that a dealer sold a used | 





| ear to one Omen, on the install- 
ment payment plan, After two 
| years had elapsed the dealer sued 
| Omen to gain possession of the 
| auto claiming that Omen had de- 
| faulted in making the agreed | 
| payments. 


| During the trial Omen testified 
‘that he had paid all the notes but | 
he had kept none of the receipts. 
Omen had his father, and other re- 
|latives, to testify that they had 
|} been with him when he made cer- 
tain payments to the seller. 


In view of this testimony, the 
higher court decided that Omen 
could take possession of and own- 
ership to the automobile without 
making further payments to the 
dealer. 





All-Aluminum Trailer 


Ready for Production 


OKLAHOMA CITY. — The all-| 
aluminum grain and produce trail- | 
er of American Body & Trailer, | 
Inc., is scheduled for production to | 
meet the harvest-season demand. 


According to American, the 32- 
foot trailer can carry a load of 
50,000 pounds. The _ unit itself 
weighs 7,939 pounds. Aluminum Co. 
of America engineers assisted in 
the trailer’s development. | 











various octane ratings or on butane 
and propane. 

An outstanding feature of the 
855-cubic-inch engine, he said, is 
its “unit construction.” The cylin- 
ders are cast enbloc and the hold- 
down studs extend from crankcase 
up through the block and head. 
The engine is rated at 240 horse- 
power with gasoline and 276 with 
nropane or butane. 


STOC-TIK-1T 


(Patent Pending) 


Double rein- 
forced metal 
eyelets — Hang 
keys from either 
end — Complete 
information. 


TAGS & RINGS 


PRICED AT 
1000... $17.00 
500... 8.75 
250... 4.50 


Enclose Check with 
der. 


Shipments Prepaid. 


Free Used Car Systems 
& Aids Catalogue. 


BARRY AUTOMOTIVE CO. 
(SYSTEMS DIVISION) 
Sta. “A”, Box 1037, Cleveland 2, Ohio 








CRUSADE FOR PEACE 


Korean Conflict began, JUNE 25, 1950 


| U.S. CASUALTIES 135,362 


Help put a permanent end to this unneces- 
sary maiming and killing of our youth. 


Let's strive for Prosperity Thru Peace. 


Write the President, and your Congressman, 
Now! 


JOIN WITH US IN A “CRUSADE FOR PEACE”. 


17 W. 60th STREET 
NEW YORK 23.N Y 





Greater Profits 
With 
High Quality 
JEEP PARTS 


Write today for 
NEW Catalog 
REPUBLIC SALES 
COMPANY 
1809-11 S. State Street 


Chicago 16, Illinois 
WHOLESALE ONLY 


~i»n STEMAC 


PERSONALIZED 
NAME PLATES 


DETAILS ON REQUEST 
STEMAC oenver:coisreae 


CLOTH PENNANTS 


Surged Edges 


MILITARY 
CIVILIAN 
























inches 





18 Bright Colors. 
Ready for Hanging. Bound edges 
—won't ravel out. 100 ft. $10. 300 
ft. $27. 500 ft. $42.50. Prepaid. 
Guaranteed Best. Order From — 
JACK-BILT CORP, 906 Central St. 
Kansas Clty 6, Missouri 


long. 
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|Current Output Cut Back... 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 














Week Week Jan, 1 Jan. 1 
Ended Same Ended June, to to 
dune 27, Week, June 20, 1953, June 28, June 27, 
1953 1952 1953* to Date 1952* 1953 * 
CHRYSLER 30,691 20,182 30,072 120,425 447,577 685,835 
Chrysler 4,442 2,538 4,455 17,596 60,690 99,817 
DeSoto 3,560 2,243 3,332 12,839 46,108 72,908 
Dodge 7,726 5,395 7,374 30,183 119,438 178,921 
Plymouth 14,963 10,006 14,911 59,807 221,341 334,189 
FORD 35,298 20,845 34,949 105,730 419,322 644,698 
Ford 27,280 15,667 27,164 80,938 326,371 494,192 
Lincoln 1,244 743 1,092 5,163 13,974 27,561 
Mercury 6,774 4,435 6,693 19,629 78,977 122,945 
GENERAL MOTORS .. 66,813 39,235 66,317 264,279 851,134 1,514,319 
Buick 12,498 7,134 12,021 48,607 153,055 273,024 
Cadillac 2,500 1,884 2,501 9,997 42,338 61,840 
Chevrolet 33,682 | 19,177 32,807 130,916 418,749 760,515 
Oldsmobile 8,304 5,066 9,031 34,030 107,960 192,600 
Pontiac 9,829 5,974 9,957 40,729 129,032 226,340 
KAISER-MOTORS 430 2,330 512 992 51,751 44,152 
Kaiser 480 1,491 512 992 28,819 19,343 
Willys 839 22,932 24,809 
CROSLEY 60 ‘ 1,375 : 
HUDSON 1,386 1,247 1,369 5,723 37,720 49,677 
NASH 2,534 4,141 3,198 12,774 64,431 105,030 
PACKARD 2,022 1,031 1,690 8,546 30,199 59,308 
STUDEBAKER 2,770 3,316 3,354 12,990 82,464 95,780 
Total Cars, U.S. ........141,994 92,387 141,461 531,459 1,985,973 3,198,799 
*Revised. ran —_ : oes © % 7 
COMMERCIAL CARS 
(U, S. PRODUCTION ONLY) 
Week Week Jan, 1 Jan, 1 
Ended Same Ended June, to to 
June 27, Week, June 20, 1953, June 28, June 27, 
1953 1952 1953* to Date 1952* 1953* 
CHEVROLET 6,382 7,040 6,099 25,014 155,711 210,721 
CROSLEY ..... 5 ‘ ee “sud 
DIAMOND T 160 204 161 656 3,474 4,222 
DIVCO 50 57 50 200 1,636 1,345 
DODGE ...... 2,212 3,196 2,033 8,843 77,883 59,401 
FEDERAL 55 35 46 163 808 971 
FORD 4,632 4,811 4,118 13,831 108,229 126,168 
ee iit 2,088 2,498 2,210 8,685 55,653 69,567 
INTERNATIONAL 1,092 2,327 1,078 4,393 73,490 61,802 
MACK . 306 157 245 996 5,481 5,924 
TN noes cinecccuseics 282 335 296 1,157 8,528 8,591 
STUDEBAKER 258 1,176 263 1,004 29,630 25,267 
WHITE 312 208 308 1,236 6,630 7,704 
WUREIIED as cicssscscinssss. 1,548 east 53,168 39,725 
MISCELLANEOUS 270 284 274 1,084 7,185 7,734 
Total Trucks, U. S. . 18,099 23,881 17,181 67,262 587,692 629,142 
Total Cars, Trucks 
Wi WS esekskssecsaun : 160,093 116,268 158,642 598,721 2,573,665 3,827,941 
Total Cars, Trucks 
Canada .......................... 11,141 10,122 11,627 45,821 172,460 266,758 
Grand Total 
Cars and Trucks 
U. S, and Canada 171,234 126,390 170,269 644,542 2,746,125 4,094,699 | 














*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 
N.B.: 


All U. 8S. totals include cars and trucks for military orders. 


Car Production Surpasses 
Record for First Half 


(Continued from Page 1) 


67,000 vehicles in the first two days 
of this week, if it was to exceed 
the record total of 3,894,247 cars 
and trucks built in the first-half of 
1951. 

But even if a combined car- 
truck output mark is missed this 
year, the first half will see the 
biggest first-half production in 
history as far as cars alone are 
concerned, 

In the first six months of 1951, 
car output in U. S. plants totaled 
3,106,457. At the end of last week, 
car production alone for 1953 was 
only a shade below 3,200,000. 

+ * 


TRESPITE output increases in 

most Big Three plants last 
week, lacking was the general all- 
out monthend production burst that 
has been the rule on previous | 
monthends. 

Meanwhile, production at | 
Studebaker and Nash was cut 
back another notch, due to the 
strike which continued at the 
Warner gear division plant in 
Indiana. 

Kaiser, which made a return to 
the production lineup the previous 
week, dropped out again last Fri- 
day, listing a transfer of certain 
automotive functions to Toledo as 
the official reason. At Toledo, 
Willys has been down since May 6, 
due to the gear tieup. 

Hudson’s output was low, report- 
ing that the pinch of the Warner 
gear tieup was getting tighter. It 
seemed likely that Hudson will be 


idle for several weeks after July 10. 
* oJ * 


NAs2 mentioned no names, but 
said that supplier strikes were 


forcing it to idle workers at both 
its Milwaukee and Kenosha (Wis.) 
plants. Nash said production would 
be cut by 125 cars a day. 

Last week saw GM’s car pro- 
duction pass the 1,500,000 mark, as 
compared with 851,134 cars built 
at the same point in 1952. More- 
over, GM is building ahead of its 
1950 pace, when it wound up the 
year with a record turnout of 3,- 
048,000 cars. 

Ford Motor and Chrysler Corp. 
are also building cars far ahead 
of last year’s comparable rates. 
Chrysler’s car total for 1953 at 
last week’s end was 685,835, as 
against 447,577 at the same point 
in 1952, Ford Motor car output 
figures are 644,698 and 419,322 for 
1953 and 1952, respectively. 

Among the independents, Pack- 
ard, Nash, Willys, Hudson and 
Studebaker can boast higher car 
production totals than they had for 
1952. By contrast Kaiser car output 
shows a sharp decline. 

Production, except on_ trucks, 
throughout the Chrysler Corp. con- 
tinued at peak levels last week, but 
some retrenching is due for July. 
Chrysler division will lay off some 
2,000 workers this week, and all 
Chrysler Corp. workers will be idle 
July 3. 

Chrysler division reportedly is 
having trouble getting tooling for 
its 1954 models and is gearing to 
stretch its 1953 model run over a 
longer period than had previously 
been planned. 


Tool Strike Delays °54 Chrysler 


(Continued from Page 1) 


| was to reduce the daily volume and 
attempt to stretch production of 
53s all the way out. 

Of 18,850 workers at Chrysler’s 
division’s two Detroit plants, 2,000 
were laid off today. 

* on + 
ITH more than two weeks of 
work lost in the tied-up tool 
and die shops, other auto makers 
last week also were reexamining 
schedules for new-model _intro- 
ductions. 

Although not admitting to 
problems such as Chrysler's, 
Oldsmobile and Cadillac, parti- 
cularly, have been reported push- 
ing for an early introduction of 
1954 cars. And with each day of 
lost work, manufacturers’ 
problems grow. 

This is the season when new- 
|model work traditionally piles up 


Decentralization 
Splits Goodrich 


Into 2 Divisions 


AKRON. Organization of two 
major divisions of B. F. Goodrich 
Co., integrating sales, manufactur- 
ing and staff functions, was an- 
nounced last week by John L. 
Collyer, president. 

Arthur Kelly, a vice-president of 
the company, has been named 
president of B. F. Goodrich Co. 





5|Tire & Equipment Division. Clyde 


O. DeLong has been appointed 
|president of the new B. F. Good- 
|rich Co. Industrial Products Di- 
| vision. DeLong was general sales 
|manager of the industrial products 
| division under the old setup. 

Appointed by Kelly as vice-presi- 
dents of the new tire and equip- 
ment division are Joseph A, Hoban, 
former general manager of tire 
merchandising, who becomes vice- 
president for replacement sales; E. 
F. Tomlinson, former general man- 
ager of the automotive, aviation 
and government sales division, who 
becomes vice-president for equip- 
ment sales, and J. E. Gulick, 
former general manager of tire 
| manufacturing, who becomes manu- 
| facturing vice-president. 

As vice-presidents of the new in- 

dustrial products division, DeLong 
named Robert V. Yohe, former 
| president of American Anode, who 
becomes sales vice-president; and 
|Rollin D. Hager, former general 
superintendent of industrial prod- 
ucts manufacturing in Akron, who 
becomes manufacturing vice-presi- 
| dent. 
Commenting on the establishment 
|of the new divisions, President 
|Collyer said, “The continuing di- 
|versification and growth of the 
| company’s business indicate the an- 
nounced form of decentralized re- 
sponsibility for operation to be in 
the best interests of the company, 
its customers, employes and stock- 
holders.” 





Ford on Film 


Firm’s Movie Libraries Issue 


Catalog to Public 
DEARBORN. — The new 1953 
Ford Motor Co. motion picture 
catalog, including two special 50th 
anniversary films soon to be re- 
|leased, is being distributed to the 
| public from libraries at New York, 
Dearborn and Richmond, Calif. 
The catalog describes 25 movies 
available without charge to organ- 
ized groups. They portray Ameri- 


can life, vacation areas, educa- 
tional subjects and the auto in- 
| dustry. 


Two new films tc be added to 
Ford libraries Aug. 1 are “The 
American Road,” which tells how 
the automobile has changed Ameri- 
ca since 1903, and “Anniversary,” 
which describes the planning and 
preparation behind Ford’s 50th 
anniversary observance. 

The Ford films are all 16-milli- 
meter sound productions, and 15 
are in color. Running times are 
from seven to 45 minutes. 

Free catalogs may be obtained 
from Ford film libraries at 16400 





in the shops. To complicate matters, 
most shops would be operating at 
normal capacity aside from special 
orders. While most industry spokes- 
men generally agree that it is too 
early to tell whether the tool and 
lie tieup will actually delay new- 
model introductions, one said, “A 
day lost now is a day lost forever.” 
* * . 

ON THE surface it would appear 

that every day of lost work 
would directly set back new models 





Duluth Association 
Host at Summer 


Business Parley 


DULUTH. — Dealers from 14 
northeastern Minnesoto counties 
last week attended the midsummer 
business conference sponsored by 
the Duluth Automobile Dealers 
Assn. 

Officers and other leaders of the 
Minnesota Automobile Dealers 
Assn. participated in the program. 

Ace Furos, MADA president, 
spoke on “What MADA Is Doing 
for the Dealer.” George Ziesmer, 
MADA state director, discussed 
“How NADA Is Fighting the 
Dealer’s Battle.” Win Stephens jr., 
MADA vice-president, talked on 
“Highlights of the ’53 Legislative 
Session” and “Dealers’ Program for 
‘55 Legislative Session.” 

R. C. Rinkel, MADA treasurer, 
discussed “Plans for the ’53 Fall 
Convention,” and Ned Warren, 


NADA industry relations commit- 
tee chairman, gave a report on 
“Our First Committee Meeting in 
Washington.” 


one day. But the industry has a 
long history of raring back and 
passing miracles —of procurement 
as well as production—when the 
chips are down. 

At least two manufacturers re- 
portedly removed machines from 
idle shops to speed hush-hush 
work in other locations, 


Others, recalling that Ford last 
year contracted for much of its 
body tooling in Chicago, are study- 
ing the possibility of going else- 
where to catch up on tooling work. 
The difficulty, however, is that tool 
and die shops in most other cities 
already are loaded down with regu- 
lar contracts. 

+ * * 


OST manufacturers, in the tra- 

dition of the fiercely competi- 
tive industry, refuse to discuss the 
status of work on new models. 

One industry spokesman summed 
up the situation: “This just makes 
a tight schedule tighter.” 

Some 76 tool and die shops af- 
filiated with the Automotive Tool 
& Die Mfg. Assn. closed more 
than two weeks ago, charging a 
slowdown on the part of UAW- 
CIO Locals 155 and 157 after a 
series of scattered walkouts. 
Eight shops affiliated with the 
association and 52 independent 
shops had signed new contracts 
and were not affected. 

The union had demanded a 15- 
cent hourly hike, plus fringe bene- 
fits totaling an estimated 10 cents. 
Shops which had signed new con- 
tracts agreed to approximately 
those terms. The other shops 
offered a 15-cent package, which 
was turned down by the union. The 
walkouts and shutdowns followed. 

The old contracts expired June 1. 











Human Sea Surrounds Ford Dealer Stages— 


A total estimated crowd of 150,000 filled Detroit's Washington Blvd. on two nights 
last week when Ford dealers presented an extravaganza in celebration of the com- 
pany's 50th anniversary. Two stages were set up on opposite ends of the boulevard, 
and top-flight performers did their share to give the visitors a good time. The street 
was decorated elaborately with flags and pylons and auto displays, while powerful 


searchlights turned the night into day. 


Cutback in Mines 
Hits U. C. Sales 


In Charleston 


CHARLESTON, W. Va. — Inter- 
mittent employment of coal miners 
has changed Charleston from a 
fabulous used-car market to one in 
which the demand is much less 
than the supply. 

Purchases by miners have 
dropped at least 75 percent, dealers 
say, and banks and finance com- 
panies are examining deals in this 
classification with extra care to 
avoid aiding transactions which 
might sour later on. 

No excess of repossessions has 


resulted, but a sales blow has been} 


felt by both new-car and used-car 
dealers. Some of the smaller inde- 
pendent dealers have quit. Other 


Michigan Ave., Dearborn, Mich.; 15| used-car dealers who fo rmerly 
E. Fifty-third St., New York 22,/ looked to local new-car dealers for 


N. Y., and 1500 S. Twenty-sixth St., 
Richmond, Calif. 





their stock have found wholesaling 
almost at a standstill. So some in- 


dependent dealers have turned to 
importing cars. 

Coal mines are operating at about 
30 percent of capacity, and miners 
work five days one week and possi- 
bly one day the next. This lack of 
dependable income has caused a 
substantial reduction in all but the 
most essential purchases. 


Fram Gets Court Order 


Curbing Use of Name 
PROVIDENCE.—Fram Corp. last 

week obtained a preliminary in- 

junction forbidding Aaron Gersten 


|to market filter cartridges using 


the “Fram C-4” designation and 
distinctive orange color. 

The company said that distribu- 
tors and dealers offered “deals” to 
sell other than genuine Fram prod- 
ucts in Fram unit boxes should 
communicate with S. Everett Wil- 
kins, General Counsel, Fram Corp., 
Providence 16, R. I. 























_ 


Fruehauf Appoints Kingman 


Cleveland Branch Manager 


Appointment of Dudley J. King- 
man as manager of the Cleveland 
factory branch of Fruehauf Trailer 
Co. has been announced by Fred 
Neumann, Great Lakes division 
manager. 

Kingman joined Fruehauf at De- 
troit in 1946, and most recently was 
director of Fruehauf Technical In- 
stitute. 
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HELP WANTED 


REPRESENTATIVES WANTED to sell 
and supervise installation, operation of 
unusual service merchandising and real 
follow-up plan for new car dealers, 
proven and successfully operated by 
many of the largest dealers. Must have 
automotive background, sales or service. 
Able to work with new car dealers, be 
aggressive, willing to accept direction. 
Preferable age 30 to 55 years. Unusually 
high compensation plan of commissions 
and monthly renewals, franchise agree- 
ment available. Our representatives enjoy 
permanent, dignified positions. Expansion 
program provides for immediate openings 
in these cities and their state territories, 
Seattle, Washington—Denver, Colorado— 
Portland, Oregon—Salt Lake City, Utah 
—Phoenix or Tucson, Arizona. Write or 
call Nu Orm Plans, Inc., 1015 South 
LaCienega Bivd., Los Angeles 35, Calif. 
Phone: Bradshaw 2-3441. 


AUTO DEALER—Business Manager. Gen- 
eral manager capable of running Chrysler 
dealership located in attractive New Eng- 
land town. Progressive firm now doing 
annual volume around $1,000,000. Profit- 
sharing for right man. Will consider 
young man of experience on the way up, 
or preferably man with successful back- 
ground dealer finance, management, sales, 
etc. Our staff knows of this ad. Give 
complete details, photo if available. Com- 
munications promptly acknowledged. Box 
2744, c/o Automotive News, Detroit 26. 


WANTED—Truck salesman in metropolitan 
New York. Applicants must be _ ex- 
perienced salesmen. We offer one of the 
world’s most popular and complete lines 
of commercial motor trucks. Salary and 
commission. When replying, please state 
age, qualifications, past experience. All 
replies held in strict confidence. Box 2720, 
c/o Automotive News, Detroit 26. 


SERVICE MANAGER with ability to 
manage all phases of a_ service de- 
partment for a Ford dealer in the Detroit 
area. Confidential. State full qualifi- 
cations and references in letter to Box 
2721. c/o Automotive News, Detroit 26. 


AUTOMOTIVE PARTS SALESMEN. Op- 
portunity to earn $6,000 to $8,000 a 
year to start with old established dis- 
tributor of automotive parts, body hard- 
ware and specialties, calling on the ‘‘Big 
Three’’ new car dealers, fleets and army 
depots. Large protected territories now 
open due to expansion and promotion. 
Salary, commission and bonus and com- 
pany car furnished men when they quali- 
fy. This is an unusual opportunity for 
hard-hitting aggressive salesmen who 
want to increase their present earnings. 
Car required. Paid while training in 
field. Write fully to Lee Rodgers and 
Company. West Richfield, Ohio. 


ONE OF THE COUNTRY’S LEADING 
automobile dealers has openings for ex- 
perienced service salesmen with sales 
ability to manage new departments. Men 
selected will receive guaranteed salary 
plus bonus on sales’ with opportunity to 
make excellent income. No investment 
required. If you have successful con- 
sumers selling record, you owe it to 
yourself and family to investigate this 
opportunity. (Present openings include 
Chicago, Detroit and Cleveland areas.) 
Our present employes know of this ad. 
If interested write Box 2717, c/o Auto- 
motive News, Detroit 26 for interview. 


AUTOMOBILE SALES MANAGER for 
large Chevrolet dealership in Chicago 
area. Must be able to direct fast moving 
operation as executive, merchandiser and 
sales leader. Top salary. Write in con- 
fidence complete history, giving age and 
qualifications. Box 2718, c/o Automotive 
News, Detroit 26. 


SALESMEN. New car 
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CLASSIFIED WANT AD DEPARTMENT 


LCT a | estimated 156,000 readers engaged in all branches of the automotive industry from Maine to 


California. Low Rates: 


TWENTY CENTS 


(20c) 


PER WORD for each insertion. Cash in advance. Position 


Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing 
readers. Count initials and groups of numbers as one word. Ads may be signed with your full name and 


address at regular rates, but if signed ‘Box No. 


_ In care of Automotive News, Detroit 26, Mich."' add 


One Dollar ($1). per insertion for address and extra service as replies are forwarded, snopened, the 


same day received. Display Ads: $11.20 per inch, per insertion. 
WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


HELP WANTED 


dealer following. 
Well established distributor automotive 
parts, body hardware, accessories has 
full or part time openings in North Caro- 
lina and Mass. - Rhode Island. Large 
earnings assured through aggressive sales 
program, Liberal commission, car ex- 
pense, bonus plan, Our employes know 
of this ad. Box 2719, c/o Automotive 
News, Detroit 26. 


POSITION WANTED 


Te Melt 





AUTOMOTIVE GENERAL MANAGER. 


Ability to setup sales procedure, service 
follow-up to increase customer labor. 
Used car reconditioning for faster turn- 
over. Capable of training or building 
young organization. Improving quality of 
deals for volume dealer. Excellent closer 
and organizer, Native intelligence and 
mature judgment. Know how to get 
along with people and get things done. 
Will set-up and train organization for 
thirty — sixty — ninety days. If satis- 
factory will consider permanent con- 
nection on profit sharing basis. Box 2722, 
c/o Automotive News, Detroit 26. 


RETAIL SALES MANAGER, Seek op- 


portunity with volume ‘‘Big 3’’ dealer- 
ship in New York metropolitan area. 
Presently assistant manager for 1,000 
plus L-M dealer. Know only volume, A 
realistic used car merchandiser. Have 
heavy administrative experience. A _ col- 
lege graduate and ex-naval officer. Have 
top performance record and references 
are the best. Write Box 2723, c/o Auto- 
motive News, Detroit 26. 


CHRYSLER-PLYMOUTH MANAGER. 100- 


120 car franchise. Thoroughly familiar 
all phases operation. Ideal man _ for 
dealer wishing to ease up. Top refer- 
ences, Available July. John O'Toole, 
Cobleskill, N. Y. Phone 168 or 1276. 





HUSTLER, 31 years of age, would like 


job as sales manager or with manu- 
facturer. Will take less money, if job has 
future. Eight years’ automobile salesman 
with three years as assistant manager of 
100 car franchise. Very good recommen- 
dations from former employers. Have 
always been successful in anything I 
have ever tried. Have very good reason 
for leaving last job. Will relocate to any 
place I can better myself. Larry Roe, 


53 W. Pine St., Sturgeon Bay, Wis. 
Phone 249M. 
GENERAL MANAGER, 38 years old, 
family man with sixteen years’ ex- 


perience at both factory and dealer 
level. I have just sold my new car 
dealership in a small town and want to 
make connection with a volume Ford or 
Lincoln-Mercury dealer who needs an 
ambitious man to assist in handling his 
operation for a greater profit. Complete 
knowledge and experience in all phases 
of merchandising new and used cars, 
service, parts, accounting. Would prefer 
a buy-in deal after ability is proven. 
Box 2724, c/o Automotive News, Detroit 
26. 





SERVICE MANAGER. Thoroughly season- 


ed competent man of excellent character 
and habits available to handle service de- 
partment. Complete charge of labor and 


customer relation in all its phases. 
Twenty eight years’ automobile ex- 
perience. Complete in every department. 
Married, 50 years old, two high school 
children, steady worker. Salary $8,500 
per year plus bonus. Prefer Illinois, 


Northern Indiana or Northern Iowa. Box 
2725. c/o Automotive News, Detroit 26. 





AUTO SALESMAN DESIRES contact with 


dealer in western or central New York. 
Objective, permanent position with a 
future. Excellent record. Write Box 2740, 
c/o Automotive News, Detroit 26. 


CHRYSLER SALES CORP. 


HAS SEVERAL OPENINGS FOR 
CITY AND DISTRICT MANAGERS 


REAL OPPORTUNITY for men with 
Retail-Wholesale—Finance experi- 


ence in automobile business or allied 


fields. 


MUST BE BETWEEN AGES 28-42 
Phone LORAIN 7-9140 for interview 
or write (giving full details) to... 


CHRYSLER CONFERENCE OF BUSINESS MANAGEMENT 


7900 E. JEFFERSON, DETROIT 14, MICHIGAN 





POSITION WANTED 

ACCOUNTANT -OFFICE-BUSINESS man- 
ager, age 36, married, wishes to relocate 
to western Kentucky or southern In- 
diana. Five years’ experience with large 
Chrysler and Lincoln-Mercury dealer. All 
phases of office procedure and daily oper- 
ations. Box 2726, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS AVAILABLE 


AUTO AGENCIES 


Large, medium and small ‘Big Three’ auto 
agencies located throughout the United 
States. Write for brochure. 


DAVID JARET CO. 
Established Over 29 Years 
150 Montague Street Brooklyn 2, N. Y. 
ULster 2-5600 








DEALERSHIP, handling Dodge-Plymouth, 
in west Texas town on coast-to-coast 
highway. Territory of 15,000 population. 
$20.000 cash will handle parts, acces- 
sories, furniture and fixtures and shop 
equipment. Box 2682, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING STUDE- 
BAKER. Fastest growing town in heart 
of East Texas oil fields. Approximately 
40,000 population with large industrial, 
agricultural and oil payrolls. Parts and 
equipment inventories approximately $37,- 
500. Aggressive, modern service de- 
partment completely equipped including 
body and paint shop. No real estate, 
used cars or receivables to buy. Have 
short term lease, desirable location, 
subject to renewal. Over half-million 
dollar annual volume past three years. 
Business enjoys excellent reputation for 
self and product. Box 2737, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP HANDLING DeSoto and 
Plymouth. Located in southern Indiana. 
Good new car quota and doing good 
business. Can buy building or long time 
lease. Total price including building, 
equipment and parts—$30,000. Box 2714, 
c/o Automotive News, Detroit 26. 


FOR SALE — GM AGENCY in Pacific 
northwest. Gross sales past thirty months 
$1,412,320 with net before taxes $85,850. 
New, modern building. Good service 
facilities. Sell for inventory. Good reason 
for selling. Write Box 2739, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP AVAILABLE handling GM. 
600 car contract. Long established and 
highly successful. Excellent service and 
parts business. Located in a large, pros- 
perous Ohio city. No real estate in- 
volved. Box 2694, c/o Automotive News, 
Detroit 26. 


ONE OF ‘‘BIG 3’’ AGENCIES. Large and 
4 8rowing Kentucky territory, over 100 car 
deal, Average yearly net profit $20,000. 
“Will sell at $30,000 which is less than 


inventory. Very attractive terms. Davis 
T. Bohon, Broker, 505 Central Bank 
Bldg., Lexington, Ky. 





OWNER MUST SELL, because of ill 
health, at a loss, Well established north- 
western Illinois dealership handling De- 
Soto and Plymouth, 120 per year. Serving 
population of approximately 50,000. 
Modern facilities for service and com- 
plete parts and equipment available. 
Long lease at moderate rental including 
good used car lot. Will take approxi- 
mately $30,000 to handle. Write Box 
2731, c/o Automotive News, Detroit 26. 


NEW JERSEY. Prominent location near 
Newark and adjacent suburbs. Dealer- 
ship handling Hudson. Established 27 
years. Sales volume 1952, approximately 
$500,000. Adjoining used car lot—10.000 
square feet. Large shop. Complete parts 


stock. Good lease. Sell for physical 
inventory. Box 2732, c/o Automotive 
News, Detroit 26. 


DEALERSHIP AVAILABLE, handling 
Ford, in Iowa. Long established and 
located in prosperous town of some below 
2,000 population. Very large prosperous 
trade area. Total cash price for building, 
modern shop and office equipment and 
including physical inventory of all parts, 
accessories, tires, oils, anti-freeze, etc.— 
only $40,000. Factory approval necessary. 
Write Box 2736, c/o Automotive News, 
Detroit 26. 


CENTRAL ILLINOIS DEALERSHIP, 
handling Nash (Packard available). 
Handles under 100 new cars. Prosperous 
town, good payrolls, on main east and 
west highways, 5,000 population. Good 
service business. $100 month rent. In- 
ventory about $15,000 complete. Box 
2733, c/o Automotive News, Detroit 26. 


FOR SALE — Dealership handling DeSoto- 
Plymouth in the Los Angeles area. Very 
modern building and equipment. Sold ap- 
proximately 1,000 cars (new and used) 
last 12 months. This business is earning 
substantial profits. Total price $35,000 
plus parts and accessory inventory. Box 
2715, c/o Automotive News, Detroit 26. 


HANDLING STUDEBAKER—Central 
Texas town, 4,000 people. 42’x70’ brick 
and tile building on main highway. 
Building, furniture, fixtures, shop equip- 


ment and parts — $20,000. Walk out 
deal. Owner has other business. Box 
2703. c/o Automotive News. Detroit 26. 
ONE OF “BIG TWO."’ C.P.A. report 
shows $80,000 yearly net. Population 
35,000, industrial area, Will stand in- 
vestigation. 250 plus cars per year. 
Partnership. Box 2735, c/o Automotive 
News, Detroit 26. 





FOR SALE 


DEALERSHIPS AVAILABLE 


HANDLING FORD on beautiful lake with- 


in 150 miles of Detroit. 
industry and farming. 
and showroom with low rent. 
year. Parts and machinery around $32,- 
000. Enjoy life in a hunting, fishing, 
bathing area and at the same time get 
your investment back in two years. We 
have learned the business and are look- 
ing for a 200 car agency. No brokers. 
Box 2741, c/o Automotive News, Detroit 
26. 


SOUTHERN CALIFORNIA DEALERSHIP 


handling Dodge-Plymouth. Most desirable 
suburban community in southern Cali- 
fornia. New and up-to-date facilities. 
Gross sales last year nearly two million. 
This requires investment of $100,000 
upwards. Confidential information to re- 
sponsible parties. Must have factory ap- 
proval. Reason for selling — owner has 
other interests. Write or wire Box 2704, 
c/o Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE handling Hud- 


son. City 175.000 population, trading area 
over 1,000.000 population. Located in fast 
growing Pacific northwest. Will sell for 
inventory of approximately $50,000. 
$25.000 will handle. Box 2685, c/o Auto- 
motive News. Detroit 26. 

— Dealership handling Ford. 
Central Indiana 100 car deal. Excellent 
business location. At inventory value. 
Buy or lease modern building. Box 2734, 
c/o Automotive News, Detroit 26. 





909 Fisher Bidg. 


WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


Detroit 2, Mich. 





DEALERSHIP HANDLING STUDE- 


BAKER in a nice north Texas town. Oil 
wells on all sides. 3,000,000 bushel grain 
crop. 3% billion steel industry coming 
this year. Good business. Small in- 
vestment will average $12,000 to $18,000 
yearly. Box 2742, c/o Automotive News, 
Detroit 26. 


4u0 CAR DEALERSHIP AVAILABLE 


handling Chrysler- Plymouth in large 
southern town. Ultra modern building 
and facilities. Terms available. Box 2659, 
c/o Automotive News. Detroit 26. 


DEALERSHIP — Established business, 


DEALERSHIP HANDLING 


thirty-five years, near Syracuse, New 
York. Handling Oldsmobile, John Deere 
farm equipment. Box 2655, c/o Automo- 
tive News. Detroit 26. 

International 
Harvester trucks, tractors and farm 
equipment. Well established with plenty 
of equipment in the field. Population of 


town 8,000, in the south. Building avail- 
able on lease. Can deliver business in- 
tact. Can show profitable record with 


detailed financial statements. Box 2727, 
c/o Automotive News, Detroit 26. 





AGENCY 


HANDLING STUDEBAKER ip 
central Ohio. Rich industrial and agri 
cultural area. Nice building, low over- 
head. Inventory price $10,000—no cars. 
Factory approval necessary. Write Box 
2728, c/o Automotive News, Detroit 26. 





WILL SELL LEADING independent dealer- 


ship in Chicago suburb at inventory. Box 
2729. c/o Automotive News, Detroit 26. 





DEALERSHIP HANDLING STUDE- 


FORD DEALERSHIP 


BAKER. Good business year around, 
Florida town. Fishing and hunting ex- 
cellent. Box 2730, c/o Automotive News, 
Detroit 26. 


DEALERSHIP WANTED 

in southern Ohio, 
central or eastern Kentucky. 75-125 unit 
deal. Strictly confidential, Box 2743, c/o 
Automotive News, Detroit 26. 








WANTED 
GM OR FORD DEALERSHIP 
anywhere 


We will buy only if 400 or more units in- 


volved. 


Factory approval. Absolute con- 


fidence guaranteed. Box 2698, c/o Automo- 
tive News, Detroit 26. 








DEALER SERVICES 





Complete parts and accessories 





INVENTORY SERVICE 


inventories 


for all dealers by qualified full time em- 
ployes. Final report discussed with dealer or 
his appointed representative only. Operating 
in Southeastern States. 


The Geo. E. Kinney Inventory Service Co. 








727 Ponce de Leon Place, N.E. Atlanta, Ga. 
Atwood 3892 
NEW! MODERN! FAST! 


MACHINE RECORDED INVENTORIES 


Eliminates possible error. Cuts time in half. 


Original 
safe-keeping 


for 
in- 


left with dealer 


recordings 
Perpetual 


in case of fire. 


ventory setup or present system revised. Ac- 
curate, confidential. LOW COST. 


5050 Joy Road 


INVENTORY PARTS SERVICE CO. 
Detroit, Michigan 
Texas 4-7450 











DEALER SERVICES 


INVENTORY SERVICE. Parts and acces- 
sories. Top type personnel, 
procedures, up-to-date records. 
year breakdown for Ford, 
L-M and MoPar dealers. Fast 
eastern half U.S.A. Talbot's Inventory 
Service, 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 








INVENTORY SERVICE 


Parts Accessories 
Large and Small Dealerships 
Inventories taken, price extended and sum 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 
confidential. Inventories accepted by all 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 


1831 E. 79th St. Chicago, Il. 
ESsex 5-8300 








INVENTORY SERVICE 


Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help 
confidential and unbiased. Certified reports 
Also special buy-sell service. Experienced 
organization —in business since 1939. “ree } 
booklet on Parts Department operation sent 
on request. Call or write for service deta'‘ls 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6¢49 





BUSINESS OPPORTUNITIES 


ESTABLISHED RENTAL CAR, used car 
and garage business. Ten years in tk 
location. Good lease. Lower Florida ea 
coast—-$35,000 required. Will net price in 
one season. Box 2738, c/o Automoti* 
News, Detroit 26. 


AVAILABLE FOR 
RENT OR LEASE 


A Very Good Used Car Lot 


Over 200 Feet On Gratiot Avenue 


All ready with lights, office and equipment 
for immediate occupancy. This lot has been | 
‘ 





selling cars for years. Reasonable deal to 
proper party. 


TEAL BROTHERS 

7641 Gratiot Avenue Detroit, Michigar 
For further information call 

WAlnut 1-2480 7 








CARS FOR SALE 








ATTENTION! 
USED CAR BUYERS 


We currently have for sale a nice selection 
of low mileage 195! and 1952 Chevrolets, 
Fords and Plymouths in coupes, two and four 
door sedans. 


These cars can be seen at— 


ROBINSON AUTO RENTAL, INC. 


Please note change of address 
229 S. HANSON ST., PHILADELPHIA 39, PA 
1. E. Spatig, Used Car Manager 
Phone: Sherwood 8-1500 





KING KAR SUTTON 


Presents 
OHIO’S FASTEST GROWING 
DEALERS AUTOMOBILE AUCTIONS j 


MOBILE’S INC. 

Every Tuesday—I:30 P.M. 
4500 N. Main St., Dayton, Ohio 
Every Friday—1:30 P.M. 
1130 Dublin Rd., Columbus, Ohio 


VACATION & BUY 


IN FLORIDA 
AT THE SAME TIME! 


Clean, Top-Notch 
Late Model Cars 


5 


THE COUNTRY’S BEST VALUES 
You Buy—We Forward Anywhere 
COUTURE CAR RENTALS 


Exec. Offices 825 Fifth St. 
MIAMI BEACH, FLA. 
Teletype MM 79 Tel. 5-1116 










AUTO AUCTION 


TIM ANSPACH 
"Midway", Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only). 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A and N.A.A.P.A. 








Custom Olds 
‘52 OLDSMOBILE 


Super 88 Holiday with special body 
by Doray. A very beautiful prize win 
ning car which can be bought fo: 
half its original cost. 


Schmidlapp Oldsmobile 


3813 Meatgomery Rd. 
Cincinnati, Ohio 








—_—_— ly 
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CARS FOR SALE CARS FOR SALE 


PARTS FOR SA LE 











“ATTENTION DEALERS!! | 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


CLEVELAND 
Excellent totes, - Sues — Heaters | A U T oO 


BUY NOW — LOWEST PRICES EVER 


1950 | AUCTION 
ymouths — Fords —Chevrolets | 
1 to 500 4305 EUCLID AVE. 


MORRIS FREEDMAN CLEVELAND, OHIO 


54th & LINDBERGH BOULEVARD | 
PHILADELPHIA 43, PA. | 


Every Wednesday Noon 





4ATOGA 7-2300 SHERWOOD 7-1700 | 
‘| Phone Henderson 1-9219 
Inside Sale—Rain or Shine 
USED CAR 
DEALERS Chester Davis, Auctioneer 
Wm. Bill Cunchula, Owner 
WE WHOLESALE 


BUY IN DETROIT 


Save Hundreds of Dollars from 
Automotive News’ Average 
‘ Used Car Prices 


KEN SCHAEFER'S 


The Only Indiana 
AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of America 


SEE HANSON INDIANAPOLIS, INDIANA 
rt Grandi, Auctioneer 

CORNER CAPITAL AND MORRIS STS. 
CHEVROLET co. ” Market 8541 — Belmont 0/5! 


IN THE HEART OF INDIANAPOLIS 


: Two Lots and 200 Cars 


14601 E. Warren 


13130 Gratiot 
Detroit—Tuxedo 1-5840 








CARS WANTED 
WANT TO BUY. Late model taxi cabs 
and police cars. Interested in small or 
large fleets within 400 mile radius of 
Cleveland. Call or write William Scher, 
Disney Motors, Sales, Inc., 13607 St. 
Clair Ave.. Cleveland, Ohio. 


WE PAY TOP DOLLAR for clean, foreign 
cars. MGs, Jags, Hillmans, Austins, 
Franchised dealer. 


Fords or any other. . 
ATTENTION DEALERS!!! Write, wire or phone Holiday Motors, 


: Inc., 11647 Ventura Blvd., Studio City, 
00 Fine Cars and Trucks Whole-|  citir. ‘stanley 7.6266.” 2 


ile, reconditioned and ready for | WiLL BUY 1949 to 1953 Chevrolet or Ford 
2 or 4 door sedans. Insurance total losses 
ile—Tow Bar Service — Storage that can be towed on four wheels. In 
North Georgia, Tenn., Kentucky or Ohio 
area. Marks Auto Sales, Box 165, Sum- 
merville, Ga. 
Northwest Chevrolet Co. | iicnr passenaER CADILLAGS, Chrys 
cent at 13 Mile Royal Oak, Mich.| Jers and DeSotos. Only exceptionally 
Lincoln 5-1100 ’ sharp late models considered. McClin- 


tock-Cadillac. Lansing Mich 
dome of Michigan's Finest Automobiles" PARTS FOR SALE 








Phone us for motel reservations 



















BUICK 
WE WHOLESALE 
SELL WHOLESALE PARTS 
WE ONE OF THE EAST'S 


LARGEST INVENTORIES 
Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 

Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 
"*Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 
ES 
eee 


Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middie 
west. Shipments made promptly. 
GREBE OLDS 


3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 


Deane eee EE EEEEE EEE 


SELL EVERYWHERE 


Over Three Hundred Cars 
"New and Used" 
And Trucks on Hand 
At All Times 


Wire or Phone Us Your Needs 
All Makes and Models 


Cars - Trucks - Trailers 


BEN FISHEL 
AUTO CO. 


2114 Sycamore Street, Cairo, Ill. 
Phones 652 — 653 — 654 


GREAT 
DAY in the mornin’ 


for FORDS, CHEVROLETS, PLYMOUTHS 
Late Models, 2 & 4 Door Sedans, Club Coupes 


Land sakes, you never saw such buys! You'll say it's a great 
day when you see what we're selling . . . at prices that'll 
make you fat profits, fast. One thing ‘tho, you've got to be 
a dealer. If you are, come see our indoor displays now... 
and have a great day. 


Write, Phone 
MR. ARTHUR SCHEAR 
4038 Chestnut St., 


MR. W. A. WRIGHT 


13315 Brookpark Road, 
Philadelphia 4, Pa. Cleveland 11, Ohio 
EVergreen 2-0400 Winton 1-7600 


We'll Sell You 1 or 100 Cars! 








and 5 crystal VHF transmitter, 


gared, 
cracked. Deliver in U. S. Will trade for new 
o woe cars or $2,802 cash. Call or write 

































BUICK PARTS 


Wholesalers 
“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 
Quantity Shippers—All GM Parts 
Shipped Same Day . 
WRITE—WIRE—PHONE 
All Shipments C.O.D. 


GORDON BUICK 


Formerly 


ROBERTSON BUICK 
“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 

CHICAGO 5, ILL. 


WAbash 2-1030 


HYDRAULIC WINDOW 
AND TOP PARTS 


Motor and pump assemblies; 
frames; top valves; seat, 
cylinders. Catalog on 


MAYFLOWER SALES CO., INC. 
1053B Bedford Ave. Brooklyn 16, iN. Y. 
Phone MAin 2-8785 


switches; 
window and top 
request. 





TRUCKS FOR SALE 


®OR SALE. 19458 International 4 to 6 ton 
heavy duty truck, low mileage 26,000, in 
excellent condition. Model KBS 11, wheel- 
base 197’’, platform bed, roller tail, gin 
poles, Braden winch rated capacity 45,000 
pounds, 1100x20x12 ply tires. Inquire 
Leonard Drilling Co., Dusenbury Build- 
ing, Mt. Pleasant, Mich. 


BUSES FOR SALE 


UshY BUbKs. 144i Ford superior, 45 
passenger. 1947 Dodge Superior, 60 
passenger. 1946 Ford, 29 passenger, high 
headroom, 1952 GMC Oneida, 60 passen- 
ger. 1952 Ford, 48 passenger. National 
Bus Sales Co., Inc., 101 N. 33rd St., 
Philadelphia 4, Pa. Phone BA. 2-7605. 





SCHOOL BUSES 
DEALERS IN NEW YORK 
AND NEW ENGLAND 


We are receiving school buses every day 
at Danbury, Conn. 


You may have a demonstrator on your 
Property on short notice. 
CALL EARLY BUT PLEASE CALL 


TRANSIT SALES & SERVICE, INC. 
23 South St., 
Frank T. Mee, Jr. Tel. 


Danbury, Conn. 
3-4437 








SHOP EQUIPMENT FOR SALE 


AUYVOMOBILE PAIN? BOO:iH. Binks dry 
type model DA 330B complete with dust 
stop filters, 9-300 watt vapor tight dome 
reflector lights, 34” exhaust fan on 2 HP 
motor with 10,000 CFM capacity and all 
assembly instructions. Requires 12/10” by 
28’8” floor space and provides inside 
working area of 12’6” x 25’2”. Paint room 
only three years old—like new in every 
respect and absolutely complete. Good- 
man Motor Co., 630 E. Grand Ave., Des 
Moines, Iowa. 


ATTENTION BODY SHOPS. Two Acro 
paint mixing machines — lacquer and 
enamel, $25 each. Almost new. Kramer 
Motors, Inc., Scottsbluff, Nebr. 


TIRE SHOP EQUIPMENT. One Bishman 
tube dunker. One Branick tire spreader 
(air), One Tru Arce tire buffer. Five 
horse motor. Handles 15 and 16 inch 
passenger and truck tires. 12 rasp bands. 
One lookout steam boiler with water 
tank. Capacity—100 pounds. Good con- 
dition. Collapsible recapping rims, 15 
and 16 inch. Kramer Motors, Inc., Scotts- 
bluff, Nebr. 


SHOP EQUIPMENT WANTED 


WANTED—SET Hydramatic and Dynatiow 
tools. Call or wire collect. Jarrard Mo- 
tors, 1013 West Garden St., Pensacola, 
Fla. 


WILLYS (ONLY) 
Good condition. 
Co., Hutchinson, 


MISCELLANEOUS 


FOR SALE 


Secondary Nickel 
Plating Grade 


No Allocation Necessary 


SABIN METAL 
CORPORATION 


366 Broadway New York 13, N. Y. 
Telephone—COrtlandt 7-4077 


horizontal neon sign. 
Hutchinson Motor Car 
Kans. 











AIRPLANE 


1947 Stinson Voyager, full panel and 


yros, 
Narco Omni and L. F. 


receivers plus 3023.5 
metal prop, 
Narco flasher, Grimes instr. light, Bonanzo 
ignition switch, 650 hours T.T. Always han- 
waxed every six months. Never 


Timmerman, Ford, Lima, Ohio. 






















MISCELLANEOUS 
1.C.C. DEMANDS 


Controlled Steering 
On All Hook-Ups 


- « « also Safety Chains 
BE SAFE — BUY 


Automatic BraKing 


The ORIGINAL “YELLOW" 
Tow Bar. The ONLY Unit 
That Gives You A Full Floating 
WRIST ACTION Ride and Tow 
on all type roads 


COMPLETE with 
Guide Cables and $61 45 
BRAKE HOOK-UP........... 


Meets ALL 1.C.C. Requirements! 


MISCELLANEOUS 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce St., 
Lynchburg, Virginia. 


WANTED—Three used automotive lot um- 


brellas—twelve foot or larger. Box 429, 
Taylor, Texas. 








DEALERS PREFER 
THE 4 COUPLER V TYPE 
BRAKE - MOBILE 


TOWePILOT 


Trade-Mark — Patents Pend. 
WITH LUBRICATED 
AUTOMATIC BRAKE 

FOR SAFE AND SMOOTH STOPS 
Meets All 1.C.C. Requirements 
ONLY 

Factory 


wi 
Net Price $52.35 Hook'On 
Federal Tax Included 


Fits '39 through '53 Bumpers 
Steering Cables Optional $9.90 














WITH BRAKE HOOK-UP 
GUIDE 


45 
ONLY . . 85145 oi 
Meets 1.C.C. Strength Requirements 
STEEL (Tow Bar) CARRYING 


CASE with 4 Wheels & Handles $1 3.95 
(Add 55c¢ for Padiock with 2 keys) 


4 COUPLER V TYPE 
MOTO - MATIC 


TOWe GUIDE 


Trade-Mark — Patents Pend. 
Meets 1.C.C. Strength Requirements 


ONLY 
Factory Fed. Tax 


Net Price $44. 8 Included 


Fits '39 through '53 Bumpers 


MINUTE - BOY 
TOWe PILOT 


Trade-Mark — Patents Pend. 


For Rapid Install stion 
In Intrastate Service 
2 Perfection Couplers 


Fits '39 through '53 Bumpers 
Meets Strength Test Requirements 
ONLY 


$34.80 


Less 


—SPECIAL— 
Protecto Covers (Tailor Made) ......$6.95 


Carrying Bags .............0..4 $1.00 & $3.50 
SAFETY CHAINS, set of 2, only...... $2.50 


$19.50 


- « $17.50 
TRI-KING 3-Point Hook- 


Up Intra-State Tow Bar $42.50 


(Folding "'V" Type) 


QUICK-TOW, Bumper- 
to-Bumper Tow Bar 


CASE-LOT 6 UNITS, only. . 





Factory 
Net Price 


Fed. Tax 


Included All Prices Include 8% Fed. Excise Tax 


TOW BAR SALES Co. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 MO 4-4485 


40 So. Clinton St., Chicago 6, Ill. 


LIBERAL QUANTITY DISCOUNT 
TO DISTRIBUTORS 


WRITE, WIRE OR PHONE TODAY 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 


Phone 2-5257 All Dept's. 


LEADERS IN THE INDUSTRY 
SINCE 1939 


DUAL CONTROLS 


DUAL STEERING WHEELS 


For Driving Schools 
Ford, Chevrolet, Plymouth 


ALBRIGHT MOTORS © Prov., R.I. 
119 Snow St. GAspee |-4848 


AUTO AUCTION 
CLEVELAND, OHIO 





FOR QUICK RESULTS USE 
AUTOMOTIVE NEWS WANT ADS 


Every Monday at Noon 
13315 Brookpark Rd. 


Midway between Chevrolet and Ford Plants 
24% miles from airport 


Phone Winton 1-9911 


Joe E. Johnson, Manager and Auctioneer 





pot - -—--—4 


New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 
for which check is attached [] or send bill [7] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


4 
° 
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‘The question of 
becomes the question of which 
rings... 


Experience has proved that 















chrome is the best answer 

to the higher engine 

speeds, engine temperatures, 
and compressions of modern 
cars. Some chrome ring sets 
are better than others. 

Best of all are... 


Sealed Power KromeX 


FULL-FLOW RING SETS 





1 Top compression ring is chrome-alloy cast iron with SOLID 
CHROME face, factory-lapped to a light-tight finish, with Grano- 
sealed sides for flexibility. 






9) Side rails of MD-50 oil ring have SOLID CHROME faces, Granos 
= sealed sides for flexibility. Hundreds of thousands of cars have 
proved this ring best for oil control even in badly tapered and out: 
of-round bores. 






2S 


MAJOR ENGINE 
BUILDERS 


3 All rings are beveled or tapered to thread-line contact for quick 
seating and blow-by control. 


Sealed Power Piston Rings 


SEALED POWER CORPORATION ° MUSKEGON, mings 


Sole manufacturers of KromeX Ring Sets, MD-50 Steel Oil Ring, Full-Flow Spring, Flex-S Flexible Oil Ring, and GI-60 Groove Inserts. 
Leading producer of Automatic Transiiission kings, | ower Steering Rings, and Non-Spin Oil Rings. 






eae ele ee lel od eee il I 


